





SeoNATIONAL UNDERWRITER 





November 25, 1961 


——n, 








N.Y. STATE ASSN. FALL MEETING 





— 


A quasi-official committee of field 
men should be appointed in each state 
to screen charges 
of twisting so that 
laws and regula- 
tions don’t let the 
guilty slip through 
loopholes and at 
the same time 
cause hardship and 
injustice to legi- 
timate agents, said 
Donald E. Shopiro, 
Massachusetts Mu- 
tual Life, Syra- 
cuse, in his ad- 
dress as president 
of the New York State Assn. of Life 
Underwriters at the fall delegate 
meeting in Syracuse. 

While the association has not reced- 
ed from its position taken last May, 
when it urged the development of mod- 
el anti-replacement legislation, Mr. 
Shopiro expressed dissatisfaction with 
measures that the states thus far have 
adopted. 

“We believe that the regulations 
that have been adopted in other states 
may fall short of the mark and leave 
loopholes through which the wily 
twister can slip, overshoot the mark 
and hamstring the honest agent in his 
normal sales activities or, worst of all, 
do both—and we believe this is entire- 
ly possible,” said Mr. Shopiro. “The 
legitimate agent, abiding by the rules, 
may find that he is involved in a 
seemingly endless maze of red tape 
and proposal-filing, while the ‘career 
twister,’ having discovered a loophole 
through which he can accomplish his 
ends without being in direct violation 
of the letter of the law, evades the re- 
quirement and goes merrily on his 
way.” 

After outlining several typical situ- 
ations in which judgment and dis- 
crimination would be needed in deter- 
mining whether a law or regulation 


Karrmann To Succeed 
Jackson As President 
Of American United 


Edward M. Karrmann has_ been 
elected president of American United 
Life, effective Jan. 1. He succeeds 
Clarence A. Jackson, who has been 
president since 1952. Mr. Jackson is 
not retiring but will remain active as 
ee a post he has occupied since 

Three other officers have been pro- 
moted, also effective Jan. 1. J. Howard 
Alltop replaces Mr. Karrmann as sen- 
ior vice-president; J. Harold Thompson 
becomes secretary, succeeding Mr. 
Alltop, and F. Leslie Barlet moves up 
from assistant treasurer to treasurer. 
Mr. Karrmann began his insurance 
career at American United Life in 1925 
and became supervisor of the actuarial 
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had been violated, Mr. Shopiro said: 
“We believe the answer to problems of 
this type (and there are many, with 
all shades of gray represented) can be 
found in the authorization by the in- 
surance department of a committee, to 
be composed of active, experienced life 
underwriters, to investigate any al- 
leged violations of section 127 of the 
insurance law, dealing with replace- 
ments. This committee should have 
quasi-official status. It should have 
the power to investigate the cases re- 
ferred to it, and then submit its find- 
ings and recommendations to the prop- 
erly constituted regulatory authority.” 

In this way, said Mr. Shopiro, the 
agent who makes a legitimate sale 
under circumstances that might ap- 
pear to constitute a violation to a 
person unfamiliar with everyday field 
practice of ethical life insurance sell- 
ing would be protected, and the work 
load of the insurance department’s 
complaint bureau would be substan- 
tially reduced. At the same time, a 
committee of experienced agents 
would be able to recognize the sharp 

(CONTINUED ON PAGE 20) 


NALU Committee To 
Push Public Service 
Award Participation 


WASHINGTON—A new committee 
of National Assn. of Life Underwriters 











a. 
Lewis C. Yount 


Robert C. Singer 


has been appointed to help stimulate 
greater interest among local and state 
life underwriter associations in the 
public service award program spon- 
sored jointly by NALU and Institute 
of Life Insurance. 

Chairman will be Lewis C. Yount, 
Prudential, Seattle, an NALU trustee. 

In appointing the committee, NALU 
President R. L. McMillon said the new 
committee will cooperate with Robert 
C. Singer, public service award pro- 
gram coordinator for the institute, and 
with the NALU public relations com- 
mittee, headed by Trustee William H. 
Gatling, Jefferson Standard Life, Nor- 
folk, Va. 

“During the past five years NALU 
and the Institute of Life Insurance 
have been close working partners in a 
most worthwhile public service en- 
deavor,” said Mr. McMillon. “Through 
the medium of the public service 

(CONTINUED ON PAGE 21) 





Detroit Agent New 


Succeeding Blackford 


Gov. John Swainson has appointed 
Sherwood Colburn, Oak Park and De- 
troit agent, Michigan insurance com- 
missioner to succeed Frank Blackford, 
who resigned a week ago. Mr. Black- 
ford is expected to take a job with a 
federal agency in Washington. It is 
presumed in some quarters the agency 
is the Veterans Administration and 
that Mr. Blackford will be in the in- 
surance division. 

Mr. Colburn, 33, has been an agent 
since 1950 and since 1957 has been 
associated with his brother in an 
agency operating in the Detroit area. 
He is a native of Detroit, a graduate of 
Wayne State University, and has been 
active in the Oakland County Demo- 
cratic organization since 1955. Cur- 
rently he is regional vice-chairman 
of the Democratic party in Oakland 
County. : 


Subject To Ratification 


Mr. Colburn’s appointment is sub- 
ject to ratification by the senate. Mr. 
Blackford never achieved that, but the 
senate never specifically rejected him 
either, so he served out the term of 
Joseph A. Navarre and was reap- 
pointed after it was widely believed he 
would not be. 

One of the major events of Mr. 
Blackford’s term of office was the 
series of public hearings, he conducted 
in various cities over proposed Blue 
Cross rate increases. Much political 
hay was made of this. More notably, 
he precipitated the action against 
Michigan Surety of Lansing on 
charges of insolvency. This situation 
went through prolonged court trials, 
and Mr. Blackford stayed on until the 
state supreme court handed down its 
decision. 


Chicago Claim Assn. 


Hears Howard Nevonen 

Chicago Claim Assn. at its Nov- 
ember meeting heard Howard E, Nev- 
onen, Los Angeles general agent of 
Washington National and president 
Life Underwriters Training Council, 
speak on “A Prism On Our Public 
Relations.” 


90¢ a copy —tThe National Weekly Newspaper of Life and A&S Insurance— 
$7.50 a year Published weekly (with two extra issues in September) at 175 W" Jackson Blvd., Chicago 4, Minots. 65th Year, No. 47 


Borrow-To-Buy Tax 


Agent Group To Sereen Twisting Mich. Commissioner Deduction Attacked 
Accusations Is Recommended 


‘In Novel Approach 


IRS Puts Single-Premium 
Tag On If Cash Value Rise 
Tops Cost In Early Years — 


WASHINGTON—The national of- 
fice of the Internal Revenue Service 
has taken a new and detrimental 
position with respect to the tax de- 
ductibility of interest paid on funds 
borrowed to pay premiums on an an- 
nual premium life insurance policy, 
according to a bulletin from Assn. for 
Advanced Life Underwriting. 


Key Point 


The key point in the IRS position is 
based on section 264 of the 1954 inter- 
nal revenue code, which specifies that 
interest on loans to purchase single 
premium life policies is not deductible, 
and that any policy on which “sub- 
stantially all” of the premiums are paid 
in the first four years shall be deemed 
a single-premium policy. 

IRS now contends that at the point 
when the annual increase in a policy’s 
cash value exceeds the net premium 
for that year, the policy has been paid 
for. Hence if “substantially all” of the 
premiums that have been paid before 
this “crossover” point were paid in the 
first four years of the policy’s duration, 
then the policy is a single premium 
policy and not eligible for the interest 
deduction on loans made against it, 
according to IRS. . 


Unusual Type 


The policy that is involved is of 
somewhat unusual type, but if the 
principle the revenue service had ad- 
vanced can be made to stick, it would 
have serious effects on widely sold 
policies. The policy is one under which 
death benefits increase annually dur- 
ing the first 20 years and thereafter 
remain at a level amount. For the first 
20 years, the premiums are at a level 
amount. After that the premium re- 
duces annually. 

However, in at least one company, 
the crossover point in even an ordin- 

(CONTINUED ON PAGE 25) 








Wilmer A. Jen- 
kins (right), exe- 
cutive vice-presi- 
dent of Teachers 
Insurance & An- 
nuity, receives ga- 
vel symbolizing his 
election as presi- 
dent of Society of 
Actuaries from his 
Predecessor, Den- 
nis N. Warters, 
newly named 
chairman of Bank- 
ers Life of Iowa. 
The meeting took 
place at White Sul- 
phur Springs, 
W.Va. 
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Warters Chairman, 
Bucknell President 
At Bankers Of Ia. 


Bankers Life of Iowa has named 
Dennis N. Warters chairman and chief 
executive officer and Earl F. Bucknell 
president. Mr. Warters has been presi- 
dent since 1956 and Mr. Bucknell has 
been executive vice-president since 
October of last year. Both are long-time 





Earl F. Bucknell 


Dennis N. Warters 


officers of the company. 

The board laid the groundwork for 
these promotions at the April 1961 
meeting when it adopted changes in 
the by-laws to provide that either the 
chairman or the president might be 
named chief executive officer. The re- 
vised by-laws define duties in the fol- 
lowing terms: “The chief executive 
officer shall supervise the carrying out 
of the policies adopted or approved 
by the board, shall exercise a general 
supervision and superintendence over 
all the business and affairs of the com- 
pany, and shall possess such other 
powers and perform such other duties 
as may be incident to the office of 
chief executive officer.” { 

The board issued a statement which 
stated that the changes were made in 
recognition of the increasing size of the 
‘company and the many additional 
areas in which the company serves the 
public. It has become difficult for one 
man to serve both in the policy making 
and public relations field and at the 
same time serve as the operating head 
over the company’s various divisions. 
With the new arrangement, a more 
efficient operation will be possible. The 
new arrangement does not contem- 
plate any change in Bankers Life phil- 
osophy, objectives or policy. 

Mr. Warters joined Bankers Life in 
1920 and was successively elected as- 
sistant actuary in 1921, associate actu- 
ary in 1934, vice-president and associ- 
ate actuary in 1941, vice-president and 
actuary in 1942, executive vice-presi- 
dent in 1946 and president in 1956. He 
was named to the board in 1948, having 
served as secretary to the board from 
1946. 

A fellow of Society of Actuaries, 
Mr. Warters has just completed a year 
as president of the society. He is a 
director and member of the executive 

(CONTINUED ON PAGE 21) 
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LOVEJOY IS PRINCIPAL SPEAKER 





Manhattan Life’s History Is Told 
At Newcomen Society N.Y. Dinner 


By ROBERT B. MITCHELL 


NEW YORK—Manhattan Life and 
its president, Thomas E. Lovejoy Jr., 
were honored at a 
dinner of the New- 
comen Society in 
North America, 
held at the Hotel 
Pierre here. 

In line with the 
tradition at these 
dinners, Mr. Love- 
joy was the prin- 
cipal speaker and 
gave an informal 
but detailed his- 
tory of the com- 
pany, bringing out 
various interesting sidelights, such as 
the issuance of group insurance on a 
cargo of Chinese laborers to be trans- 
ported on the clipper ship Sea Witch 
from Swatow, China, to Panama. The 
700 coolies were valued at $120 each, 
and the ship owners wanted $84,000 of 
insurance. Mr. Lovejoy thought this 
might be the first group policy—or at 
any rate one of the first—issued by an 
American life insurance company. 
Manhattan retained 25% of the risk. 

Three coolies jumped overboard and 
were lost, while 11 others died of vari- 
ous diseases. Manhattan paid one- 
fourth of the loss, or $408, and made 
$432 on the transaction. 


Mr. Lovejoy recalled how Manhat- 
tan’s liberal attitude toward southern 
policyholders, after the Civil War pre- 
vented their paying premiums on 
time, won it the nickname of Old Re- 
liable, a term that appeared in policy- 
holders’ correspondence with general 





Thomas E. Lovejoy Jr. 


agents as late as the early 1900s. 

The Newcomen Society is an un- 
usual, perhaps unique organization. Its 
dinners are black-tie affairs and the 
list of members and guests reads like 
a Who’s Who of business, industry, fi- 
nance and the law. Each dinner is de- 
voted to a single company and its his- 
tory. The history is put into book form 
and distributed among 5,000 or so li- 
braries throughout North America. 

The society was formed more than 
30 years ago by the late L. F. Loree, 
at that time dean of American railroad 
presidents. It is concerned with the 
beginnings, growth, development, con- 
tribution and influence of industry, 
transportaton, communication, the 
utilities, mining, agriculture, banking, 
finance, economics, insurance, educat- 
ion, invention and the law—‘in short, 
the background of those factors which 
have contributed or are contributing to 
the progress of mankind,” as the soci- 
ety puts it. 

The society derives its name from 
Thomas Newcomen’ (1663-1729), a 
British inventor whose valuable con- 
tributions in improving the newly in- 
vented steam engine brought him last- 
ing fame. His engine paved the way 
for the industrial revolution and his 
work preceded by more than 50 years 
the work of James Watt. 

Chairman James P. Fordyce of 
Manhattan Life spoke briefly follow- 
ing Mr. Lovejoy’s talk. 

Toastmaster was Eric H. Morrison, 
Downingtown, Pa., vice-president of 
the Newcomen Society. Mr. Lovejoy 
was introduced by G. Rowland Collins, 
dean emeritus of the Graduate School 
of Business Administration of New 
York University. 





NALU Conventions 
Listed Through ‘67 


National Assn, of Life Underwriters 
has determined where it will hold all 
its conventions through 1967, and has 
fixed the dates for all of these except 
for 1966. 

The midyear meeting, to be held at 
Memphis, March 18-22, will be the 
last of such meetings, since by vote 
of the national council they are to be 
abolished after the 1962 midyear. 

The schedule for the annual meet- 
ings are as follows: 

1962, Chicago, Sept. 15-21 

1963, Bal Harbour, Fla., Sept. 8-13 

1964, Cincinnati, Sept. 20-25 

1965, Portland, Ore., Sept. 12-17 

1966, New Orleans (dates not fixed) 

1967, Atlantic City, N.J., Sept. 17-22 
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Gov. Terry San- 
ford of North Ca- 
rolina, second 
from right, is one 
of the visitors to 
the booth of Jeff- 
erson Standard 
Life at the North 
Carolina trade fair 
in Charlotte. Gov. 
Sanford holds one 
of the more than 
30,000 copies of the 
Declaration of In- 
dependence __ dis- 
tributed by Jeff- 


erson Standard at the fair. From left are Caroline Halterman, receptionist; 
George E. McCachren, supervisor at Charlotte; Gov. Sanford, and H. B. Crothers, 


manager at Charlotte. 


Plan 20% Stock 
Dividend For B.M.A. 


Directors of Business Men’s Assur- 
ance have voted to submit to stock- 
holders a proposal for a 20% increase 
in authorized capital by means of a 
state dividend. 

W. D. Grant, president, said that 
in view of the 25% stock dividend 
declared in April, together with this 
proposed 20% dividend, it is not con- 
templated that further stock divi- 
dends will be declared for several 
years until such time as the level 
of business handled is. substantially 
greater than at present. 

Stockholders will vote on the pro- 
posal March 13. 

The 20% stock dividend would in- 
crease the capital from $10 million to 
$12 million requiring transfer of $2 mil- 
lion from surplus. The company has 
outstanding 2% million shares of $4 
par stock. Approval of the proposal 
would result in the issuance of 500- 
000 additional shares. 


Equitable Of Iowa Has Best 
October In Company History 

New paid life of Equitable Life of 
Iowa during October totaled $17,388,- 
148, an increase of 13.6% over the cor- 
responding month in 1960, and the 
largest October in the history of the 
company. This brought the total for 
the first ten months to $145,343,832, a 
gain of 5.4% over the same period in 
1960. Life in force at the end of Oc- 
tober increased to a new high of $1,- 
817,729,581. 
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NALU President 
Names Membership 


Dues Committee 
WASHINGTON—The current offi. 
cers of National Assn. of Life Under. 
writers have been named by President 
R. L. McMillon to serve as the mem. 
bers of a new membership dues struc. 
ture committee. ‘ 
Treasurer Louis J. Grayson, Travel. 
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Louis J. Grayson 





R. L. McMillon 
ers, Washington, D. C., is chairman, 
Besides Mr. Grayson and Mr. McMil- 
lon the committee members are Wil- 
liam E. North, New York Life, Evans- 


ton, Ill, immediate past president; 
David M. Blumberg, Massachusetts 
Mutual, Knoxville, Tenn., vice-presi- 
dent, and John Z. Schneider, Connecti- 
cut General Life, Baltimore, secretary, 


Unanimous Vote 


Mr. McMillon recalled that at its 
post-convention session at Denver in 
September the board of trustees voted 
unanimously to seek a dues increase at 
the 1962 midyear meeting in Memphis. 
An effort to get the national council 
to vote an increase had failed, ap- 
parently more because the members 
wanted a more detailed explanation of 
the need for an increase than because 
of any objection to paying out more 
money. 

“It is my conviction that the deter- 
mination of the amount of national 
dues increase to be sought, dissemina- 
tion of substantiating information to 
state and local associations, and pres- 
entation of the facts to the national 
council at the 1962 midyear meeting 
are the responsibility of the elected 
leadership of NALU,” said Mr. McMil- 
lon in announcing the new committee. 
“It is for this reason that members of 
the NALU executive committee have 
been appointed as members of the new 
dues structure committee.” ~ 


Bikoff Agency To Conduct 


Sales Seminar For Brokers 

Aetna Life’s Bikoff agency at New 
York will hold its annual sales semi- 
nar for brokers at the Warwick Hotel, 
beginning the evening of Nov. 28 and 
running for each consecutive Tues- 
day through Dec. 18. 

Subjects to be discussed and re- 
viewed at the meetings will include 
pension, group, health and _businéss 
insurance and estate analysis. Speak- 
ers will include Arthur H. Bikoff, gen- 
eral agent, and members of both the 
home office and Bikoff agency staffs. 
The seminar is open to all brokers 
without charge. 


Great-West Holds Group Meet — 

Great-West Life recently held a 
four-day group conference at its home 
office in Winnipeg. The conference 
was attended by 34 members of the 
group sales organization, representing 
18 U.S. offices. The field men studied 
new group pension products and sales 
methods, and developments in _ the 
group life and health markets, through 
presentations, panels and _ informal 
meetings. 
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This advertisement, supporting Lincoln Life agents, 
appeared in the Saturday Evening Post and Time. 


Here’s what it can cost your child not to go to college 


—a whopping $151,000 in lifetime earnings, and _ bis natural abilities. 

a" ‘ Maybe you’re telling yourself that no 
other benefits perhaps even more important! emia thsebiaraiee tnleean 
on all this. But how can you be SURE 
he won’t? Simply by providing the 
money for college through a Lincoln 
Life educational plan. With such a 
plan, you can spread college costs over 


$151,000, according to a U. S. Census 
Bureau survey, is the average differ- 
ence between the life incomes of high 
school and college graduates. 


But this is only part of what your 
youngster may forfeit. For college could 
give him priceless confidence and knowl- 
edge, widen his horizons, enrich his 
life, and help him make the most of 


the years, and guarantee that the money 
will be available, even if you should 
die. Phone or write your Lincoln Life 
agent for particulars about this sensi- 
ble, reasonable plan. 


re LINCOIN 


@ 
NATIONAL Life INSURANCE COMPANY 


ITS NAME INDICATES ITS CHARACTER FORT WAYNE 1, INDIANA 














How LUTC-LIAMA 
Survey Aids Agents 
Told By Hutchinson 


The way that findings of the joint 
LIAMA-Life Underwriter Training 
Council study are 
being incorporated 
into LUTC courses 
to give the agent 
a better idea of 
what the _ public 
expects of him was 
described at the 
LIAMA annual 
meeting in Chicago 
by Alexander Hut- 
chinson, vice-pres- 
ident of Metropoli- 
tan Life and im- 
mediate past pres- 





Alexander Hutchinson 


ident of LUTC. 

One use of the findings is in build- 
ing agents’ confidence in the recep- 
tiveness of the public to his story and 
their willingness to help the agent 
with referred leads. The study shows 
that such confidence is even more ap- 
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propriate in dealing with people with 
higher education, since they are more 
likely to have favorable attitudes in 
actual experience with life insurance. 

Not all findings were positive, Mr. 
Hutchinson pointed out. 

“People seem to think that their 
life insurance men sell them a policy 
and then take off like a hunter in 
pursuit of a cheetah, never to be seen 
or heard from again,” he said. “People 
want service, lots of service. And 
whether they are right or wrong, 
85% of your customers think they get 
no service at all.” 


Don’t Mind Disclosing 


Discussing LUTC’s role in teaching 
agents how to give customers what 
they expect and want but think they 
don’t get, Mr. Hutchinson noted par- 
ticularly the public’s expression of ap- 
proval of the programing approach 
and their desire to feel that the agent 
is really interested in their needs 
rather than in getting a quick com- 
mission. People don’t mind divulging 
the most intimate financial details of 
their situation to their insurance men, 
the survey showed. In fact, they ex- 
pect to be asked such questions if 
the agent is to do the job they want 










With policies pioneered by Occidental, the 
conversion is possible without a steep rate hike. 
Example: A policyholder, 29, has a $50,000 
five year term plan. He now pays $267 a year. 


He may convert to: 


LIFE MODIFIED AT 70. This level premium 
insurance covers him for $50,000 until he reaches 
70. Then the face value reduces to $25,000 

for life. The reduction permits a low rate while still 
building cash values. His cost: $592 a year. 


OR 


GRADED PREMIUM LIFE. Starting with a premium 
of $219.50, the rate stairsteps each year until 

it levels off after the 10th year at $908. The 
$50,000 face amount stays the same. 


If your prospect needs term now, then he will 
appreciate the advantages of Occidental term when 


he’s ready to convert. 


Details? 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 


No Bumps On 
This Conversion Road! 


No Occidental! policyholder need feel a sharp 
premium jolt when he travels the road from term to 
permanent insurance. 





done. 

“From now on,” he said, “LUTC is 
going to give a bigger payoff, because 
now every student will have 4,000 
customers sitting with him in the class- 
room. Every student will know more 
about what makes the customer tick. 
He’ll know how to cultivate his bet- 
ter prospects, how to give better serv- 
ice, how to touch the buttons that 
ring home to the prospect.” 

Mr. Hutchinson said that while com- 
pany training programs are both de- 
sirable and necessary, “LUTC can give 
you a big plus, and you can tell that 
I think so because we have 5,000 
men at LUTC classrooms every week, 
every year. The big plus is that LUTC 
gives your men the best selling ideas 
from all insurance companies, not 
yours alone.” 


Home Owners, Pioneer 
Life Merger Approved 


The merger between Home Owners 
Life of Fort Lauderdale and Pioneer 
Life & Casualty of Gadsden, Ala., has 
been approved by the directors of both 
companies and by the two insurance 
departments involved. A special meet- 
ing of stockholders will be held on 
Nov. 27 at Home Owners and on Nov. 
29 at Pioneer to vote on the merger. 

The surviving company wil be called 
Pioneer Home Owners Life. The home 
office will be at Gadsden. Fort Lauder- 
dale facilities will be maintained as a 
regional home office. 


Lincoln N atime Has 


Record 392 Qualifiers 
In Annual Sales Contest 


Sales representatives of Lincoln Na- 
tional Life have completed the com- 
pany’s annual three-month minute 
man club contest with 392 qualifiers, 
the largest number in the history of 
this national sales contest. 

E. R. Broeker, of the L. S. Becker 
agency, St. Louis, was named presi- 
dent of the minute man club and 
Howard E. English of the Freeman 
J. Wood agency, Chicago, was desig- 
nated vice-president, by virtue of hav- 
ing produced the largest amount of 
paid premiums during the contest. 
This was Mr. Broeker’s second con- 
secutive year as club president. 

E. B. Bingham & Associates, Fort 
Wayne, Ind., earned national honors as 
the top-ranking Lincoln Life agency 
in number of club qualifiers, with 16 
agents attaining membership by pro- 
ducing a minimum of $2,500 in paid 
premiums per man.. 


New Company In Kentucky 


The Kentucky department has ap- 
proved articles of incorporation for 
Kentucky Family Security of Lexing- 
ton. Incorporators and officers are 
Arch G. Mainous, chairman; Franklin 
E. Loy, president; Zellner L. Peal, vice- 
president; Paul Slaton, treasurer; and 
Arthur B. Rouse Jr., secretary. 

The company will write life and dis- 
ability and plans to begin business with 
a half million dollars in capital and 
surplus. 


National Fidelity Life had the high- 
est sales of any month in its history 
during the October campaign. Life ap- 
plied for amounted to $5,156,201, a 62% 
increase over the same month in 1960. 
Premiums on new applications for 
health were $69,660, an increase of 
25%. The month gave the company a 
gain in new business of 32% for the 
first ten months of 1961 compared with 
the same period last year. 
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Play Up Success 
Story Of Insurance, 
Economist Urges 


The success story of life insurance 
should be told to the public, instead of 
all the emphasis on what a smal] 
amount of insurance the average man 
has, on how unaware he is of insur. 
ance needs and how inadequately the 
industry is reaching the market, saiq 
Gordon W. McKinley, Prudential’s ex. 
ecutive director of economic and jn. 
vestment research, at the annual meet- 
ing of LIAMA in Chicago. “Let’s 
switch the emphasis around and begin 
telling the American public how suc. 
cessful this industry is, how rapidly 
sales have grown, how much greater 
a proportion of income is being de. 
voted to premiums, and how much 
more widely and adequately protected 
the average American family is today,” 
he urged. 

The life insurance industry is a 
growth industry, he pointed out. It is 
importantly influenced by the econ- 
omy as a whole, but its growth rate 
has outstripped that of the economy, 
Not only have life insurance sales 
grown much faster than disposable 
personal income, but the margin of 
difference in growth rate has acceler- 
ated over the years. 

“In the decade ahead, I think the 
real growth rate of the U.S. economy 
will be higher than in the decade just 
past, and the growth of life insurance 
coverage will proceed at an even more 
rapid pace,” said Mr. McKinley. “In 
1970, personal income after taxes in 
the United States is likely to total 
about $570 billion, an increase of 62% 
above the 1960 level. If life insurance 
continues to grow relative to income 
as it has in the postwar period, life 
insurance sales of U.S. companies in 
1970 will be about $190 billion, con- 
siderably more than double the 1960 
sales volume.” 


Life Of N.A. Reports 


Premium Income Up 66% 

Life of North America’s life insur- 
ance in force at the end of nine months 
of 1961 was $820 million. The company 
showed a 66% increase in premium 
and investment income. Premium in- 
come on Sept. 30 reached $12,698,000, 
meaning that at the end of the year 
the life company will account for about 
5% of the North America group’s pre- 
miums. 

Individual life premiums were $119,- 
021,000, and group was $155,430,000. 
Individual health insurance paid pre- 
miums reached $604,000. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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A ctu ari e 5 D i s c u SS 4 N ew Money’ Plans —_ po eae Poet el. mat ope when oe yield rates 
. n are low,” he commented, 
d a | d “ pi 7 Pe ensign ol os ges ne = bat eaten es mortality among 
s introduced, it shou e working men and women was evi- 
ce In ustr 1a An Gr oup Mor tality Gains maintained over a long period if dent in the report on a new group 
/ The ‘new money’ or investment year to which it contributed to such rise. eduity is to be maintained. mortality table and a corresponding 
approach to group pensions, and the Under the same formula, it should scale of premium rates presented to 
ieoved mortality among group and not be adversely affected in a decline a AONE the members by Morton D. Miller, 
nsurance | industrial policyholders were among of a company’s over-all interest rate “Such a formula would be advan- vice-president and associate actuary 
nstead of | the major topics treated at the annual to the extent that other classes con- tageous to existing policyholders in of Equitable Society, who served as 
a smal] | meeting of Society of Actuaries at tributed to the decline. receiving higher yields over the life of chairman of the industry advisory 
‘age man | White Sulphur Springs, W. Va. 2. The formula should maintain the their policies by attracting money to committee on the project. Previously 
of insur. The equity and practicality of the stability and diversity of pooled in- the pool of investments in which they the ordinary mortality table has been 
ately the | ‘new money’ method, which recog- vestments using as a base the invest- dre participating when market yield used for group. 
ket, saiq | nizes that funds received at different ment return on the total portfolio rates are high and reduce the flow of The new table is know as the Com- 
tial’s ex. | times are invested and reinvested at rather than on any specifically segre- money from those seeking higher than (CONTINUED ON PAGE 26) 
and in. | different rates of interest, were dis- 
al meet. | cussed by Edward A. Green, vice- 
. “Let's | president and group actuary of John 
nd begin | Hancock. He indicated that a number 
iow suc. | of life companies have introduced the 
rapidly | plan and others are considering it. He 
- greater | defined the method as “one under 
aing de. | which the allocation to an individual 
W much | class of its pro-rata share of the in- 
rotecteq | terest on the total portfolio is deter- 
} today,” | mined by the calendar year of invest- 
ment.” 
y is a “If class A provided 10% of the 
ut. It is }| investments for the year 1950, it would 
e econ- | receive credit in 1961 for 10% of the 
th rate | 1961 return on such 1950 investments 
conomy, | and their successor reinvestments,” 
e sales | he explained, “If the same class pro- 
posable | vided 12% of the investments for the 
rgin of | year 1951, it would receive credit for 
acceler- 12% of the 1961 return on such invest- 
ments and their reinvestments. 
ink the “A class that had been in existence 
conomy | from 1950 on would receive credit in 
ide just | 1961 for its pro-rata share of the 1961 
surance return on the investments of each of 
nM more | the years 1950-61 and their successor 
ey. “In | reinvestments.” 
axes in Mr. Green offered these basic prin- 
oO total ciples as tests of the equity of a new 
of 62% money or “investment generation” al- 
surance location formula: 
income 1. Each investment class should get 
od, life the advantage of a rise in a company’s 
ae over-all interest rate to the extent 
e 1960 " 
Conn. General Higher 
; Echelon Management WORLD OF 
66% | Changes Instituted 
insur- Paul E. Britt, vice-president of Con- 
nonths necticut General, has been placed in 
mpany charge of administration of the ad- 
emium | Vertising and sales promotion, — 
ei processing, planning, and policyholder . YY, r 
98,000, “ag a ge Sencnene. Robert OF NEW YORK. 
. Mayer, 2nd vice-president, group 
i de sales, will assume management of his OPENING SEPTEMBER 1962 
's pre- department, a post formerly held by AT 52ND TO 53RD STREETS 
Mr. Britt. At the same time, George ON SEVENTH AVENUE 
$119,- W. Young, vice-president and secretary, 
30,000, ; Has been given responsibility for the 
d pre- | accident department in addition to his 
present duties as head of the rein- 
surance and actuarial departments. 
Oren, Mr. Britt joined Connecticut General 
in 1926, was named assistant secretary 
group department, in 1944, and sec- 
ht retary, group sales, in 1948. In 1953 he 
was elected 2nd vice-president. 
(S In Field For 12 Years 
Mr. Mayer, for 12 years, held field 
group management posts before being 
named to the home office in 1948. 
The following year he was appointed 
assistant secretary of group sales and 
Ce. in 1957, director of group sales. 
Mr. Young, a fellow of Society of 
Actuaries, joined the company in 1945, Imaginative in concept, daring in design, and extremely versatile in facilities, the 50-story AMERICANA of New 
was named assistant actuary two years ‘ : . j 
later, secretary in the reinsurance de- York will set a new standard in the hotel field. Its 2,000 rooms, seven restaurants, shopping promenade and 
- oe oe mee page vice-presi” | built-in garage will be complemented by New York's largest and finest convention facilities: more than 60,000 
was elected vice-president and actuary sq. ft. of exhibit area, a Grand Ballroom, 7 Junior Ballrooms, 33 private meeting rooms. For information 
and the following year his respon- : . . ’ : 
, sibilities were cine a yee gt and firm bookings, write or call: The AMERICANA of New York, Sales Department, 1540 Broadway, 
.-§ | feinsurance and actuarial departments. New York 36, N. Y. (JUdson 6-4400) Direction: LOEW'S HOTELS, INC., Preston Robert Tisch, President. 
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FieNATIONAL UNDERWRITER 


TODOROVICH TO N.Y.C. AGENTS 





Business Insurance Client Can 
Be Sold The Same As Individual 


Boris J. Todorovich, Provident Mu- 
tual Life, in his talk at the educational 
meeting of New York City Life Un- 
derwriters Assn., explained the simi- 
larity between the principles of selling 
to business clients and individuals. His 
speech, a condensation of which ap- 
pears below, was addressed to agents 
who have had little or no experience 
in selling in the business insurance 
field. 

By BORIS J. TODOROVICH 


When approaching the business in- 
surance field one must never lose 
sight of a few truisms which, whether 
or not we are conscious of them, make 
the bridge between individual and 
business insurance sales. They are: 
The importance of financial planning; 
the need of funds for emergencies or 
attainment of certain objectives; the 
reliance on lending institutions and 
term purchase. 

Why can’t we then base our ap- 
proach to the business insurance field 
on these simple premises instead of 


being overly impressed by stock re- 
demption, stock purchase, unreason- 
able surplus accumulation, business 
liquidation and continuation, and so 
on? 

Practically anyone can, with ease 
and persuasion, advocate the impor- 
tance of financial planning to an in- 
dividual prospect. It is so easy to tell 
your prospect approximately the fol- 
lowing: 

Set Forth Objectives 


“Planning for financial security re- 
quires of you to set forth the ob- 
jectives and then decide on means by 
which you will attain them. Once this 
is done all you need is the time and 
perseverance. Provided you do not 
make a false step, you are then prac- 
tically assured of attaining your ob- 
jectives. Doesn’t this remind you of a 
tightrope walker, who also has an 
objective to attain, means to do it 
and is well aware of the danger a 
false step may bring? But, Mr. Pros- 
pect, the tightrope walker is a prudent 





OBVIOUSLY IMPRESSED! 


You will be too— 
with our new 
rate book! 


You'll be really impressed with 
North American’s brand new 
Life and Health Insurance _ f 
Rate Book. You'll be Sy A 
impressed with its Wi 
appearance, its complete line £////'; 
of policy plans and most 

of all . . . you’ll be 
enthusiastically impressed 
with its rock-bottom 
premium rates. 

@ Or maybe you won’t 
like the complete Rate 
Book as much as you’ll 
appreciate our new Rate 
Cards. e In short, 

North American’s new 
rates and new plans 

(and new policy forms, 
too) will impress anyone 
as money-making, 
commission-building 
tools. Further evidence 
that to the man in the field, 
we are really the country’s 
most friendly company. 

@ Seeing is believing. If you 
would like a copy of the Rate 
Cards...or the Rate Book... 
write Ronald D. Rogers, C.L.U., 
Vice President-Director 
of Agencies. 
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man, for under the tightrope he usual- 
ly spreads a safety net. Does your fi- 
nancial plan have a similar net, Mr. 
Prospect?” 

This was simple and easy. Believe 
me it is just as effective in exploring 
a business insurance situation. 

Then, again, we all know that indi- 
viduals and business entities alike 
have needs of funds for emergencies 
or attainment of certain objectives. It 
is so easy to point out that the exist- 
ence of such funds is closely tied in 
with the well being of the family head. 
It is equally simple to state that future 
profits in a business entity are just as 
closely related to the well being of a 
key executive. Just as families need 
insurance on the life of breadwinners 
to hedge against the financial loss 
caused by their premature demise, 
business entities should insure the 
lives of their key executives for the 
very same reason. Since no one, either 
an individual or a business executive, 
knows how much time he could have 
for the completion of his financial 
plan, the need for our service is ob- 
vious and the approach to both of 
them should be simple. 

Here again I find the arguments 
used in individual life insurance sales 
equally effective in approaching a 
business insurance case. Let me cite 
the one I use most often. 

“Most of us—I tell my prospects— 
are nowadays prey to money lenders. 
We buy our home on credit. We 
equip them with things purchased on 
credit. We buy our cars with someone 
else’s money and before we pay for 
the old one we negotiate the new, on 
credit again. And all these purchases, 
Mr. Prospect, are made against future 
income. Can you think of what it 
would be like for your family should 
this income fail to materialize?” 

Substitute the word income with 
profit and you have the picture of 
practically any business activity. 

Assuming that by now you are suf- 
ficiently convinced of the basic simi- 
larities between sales of life insur- 
ance to meet individual and business 
needs, this still does not answer the 
question so often repeated, “Where 
am I going to find prospects for busi- 
ness insurance?” 

Then, again, if prospects are avail- 
able, how do you recognize the specific 
problems which may be solved by 
business insurance? 

If I were to start all over again in 
the business insurance field, I would 
concentrate on looking for the key 
man in any business entity I get in 
contact with. The basic prospecting 
rules are well known to us. If they 
have not become by now our second 
nature, then a few pointers may be 
helpful. 

Is there anyone, among your clients 
or friends who feels close enough to a 
business executive so that he can, 
upon your request, arrange a lunch- 
eon for three, or just pick up the tele- 
phone and ask his friend to give you 
a favorable hearing? 

If that is not the case because most 
of your policyholders are young in age, 
then surely some of them will have a 
father, or a relative who either him- 
self is part of the business world, or 
could, upon knowing more about you, 
be used as a much needed center of 
influence. Clearly, referred leads of 
this type are the easiest way to enter 
the business insurance field. 

Equally important, if not more so, 
is your ability to recognize specific 
situations during the first 10 or 15 
minutes of your talk with the prospect. 
I am a firm believer in a pre-approach 
letter technique. On the assumption 
that such approach was effective, I 
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shortly find myself facing the rian ] 
promised to help solve the problems 
of which he may be totally unaware. 


Special Effort 


So what do I do then? Since the pros. 
pect knows the purpose of my yis. 
it, a special effort on my part to put 
our discussion on the right track from 
the opening sentence is very seldom 
necessary. 

However, I found out that the point. 
blank question such as, “Have your 
life insurance purchases kept pace 
with your obligations?” helps remove 
the last roadblock to a frank discus. 
sion. Such a question often leads to g 
vivid exchange centered around the 
measures taken or to be taken to com. 
pensate business and the family for 
the economic loss a client’s premature 
death would cause. Although quite in. 
formal such an exchange cannot fail 
to reveal important details concern. 
ing his business plans, funding meth- 
ods, associates, and business obliga- 
tions. 

If it is obvious that the business js 
not protected to cope with the emer- 
gencies I have briefly outlined, | 
usually produce a simple illustration 
of what a key man insurance plan can 
do. I use these illustrations not only 
to explain the beneficial aspects of a 
key man insurance plan, but also to 
get the necessary data and help the 
client visualize the real benefits for 
himself and the business as well. If 
at the end our discussion remains in- 
conclusive, despite my earnest efforts 
to convince him that life insurance is 
the only answer to his problems, I 
(usually a few days thereafter), pre- 
pare a brief memorandum depicting 
the main points of his case, to be ei- 
ther mailed or delivered personally so 
that we have additional reason to re- 
sume our discussion. 


Famous Objection 


The described procedure is based on 
the assumption that the prospect is 
willing to cooperate. However, it is 
entirely possible that he may resort 
to the famous objection, “Everything 
has been taken care of already.” The 
best way to handle such a situation, 
in my opinion, is to express congrat- 
ulations on his foresight, then you can 
tell him approximately the following: 

“It was indeed nice of you, Mr. X, 
to grant me this interview, although 
most of the problems I talked about 
have already been taken care of. It 
was even nicer to talk to a man who 
understands how life insurance can 
be applied in the solution of business 
and family problems. Now, there is 
only one question on my mind, the 
answer to which may be ever impor- 
tant to the proper solution of the 
problems we have been discussing. 
Have you, at the present time, a bank 
loan for the purpose of strengthening 
corporate working capital? 


Look At Agreement 


If you do then just look at your 
loan agreement and you will among 
other things find a clause reading ap- 
proximately as follows: “The cor- 
poration will not, without the consent 
of the bank pay any dividends on any 
of its outstanding shares, or purchase 
or retire any of its shares, or alter or 
amend its capital structure.” 

In simple language, this means that 
any stock retirement agreement that 
is currently in effect, between the 
stockholder and the corporation, can- 
not be put into force until the b 
loan has been liquidated or renego- 
tiated. So even if you have a s 
retirement agreement funded by life 
insurance, it may well happen that the 

(CONTINUED ON PAGE 19) 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





Penn Mutual opportunities go to Penn Mutual men, so 
it’s smart to think about a future with The Penn Mutual. Here you can get specialized training and education 
in all phases of life insurance selling... here you can select the field which appeals to you most—direct sales, sales 
supervision or General Agency work. Because The Penn Mutual knows the success of its underwriters is the success 


of the Company, your future is bright at The Penn Mutual. 


FOUNDED IN 1847 


Tue PENN MUTUAL LIFE INSURANCE COMPANY tnocrencence sovare, prmaveenia 
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FROM THE AMERICAN BANKER’S POLL: 





Many Insurers Favor Larger Bond 
Denominations Than Usual $1,000 


Many insurance investment men be- 
lieve the customary $1,000 face amount 
on municipal bonds and some corpor- 
ates should be supplemented by lar- 
ger denominations. In a sampling of 
opinion taken by Howard Carswell, 
executive editor of American Banker, 
84% of those responding favored a 


$10,000 or $25,000 trading unit, while 
most of the rest were in favor of a 
$5,000 unit. Only one respondent want- 
ed to leave the face amount as it is. 

Mr. Carswell himself has been wag- 
ing something of a campaign against 
the $1,000 bond, on the basis that 
$1,000 has become too small an amount 


4s 


of money to be handled economically 
as a separate piece of paper. For in- 
stance, he points out, when California 
issues $100 million in bonds it must 
print and banks must handle 100,000 
separate pieces of paper. It should be 
noted that this is primarily a prob- 
lem for the banks and that not all 
insurance companies consider it a dif- 
ficulty. Some leave the handling of 
securities entirely to banks and some 
through private placements receive 
whatever face amounts they wish on 
securities. 

Should the practice of the U. S. 
Treasury of issuing securities of vary- 
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Since its origination in 1895, Kansas City Life Insurance Company has grown rapidly. In 1910, for in- 
stance, assets were $2,017,377. In 1960 they were $405,817,499, an astonishing increase of 20,016%. 
Kansas City Life agents have been KEY MEN in this company’s philosophy since its founding and as the 
company grows in strength and size, so too grows the opportunities these KEY MEN receive. 


Kansas City Life will continue to place an increasing amount of permanent cash value insurance, which 


will best serve its policyowners and at the same time adequately compensate its KEY MEN. 
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KANSAS 





INSURANCE 


Home Office/Broadway at Armour/Kansas City, Mo. 
Represented in 41 States and the District of Columbia 
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ing amounts be followed? 

Woodmen Accident & Life reporteg 
that “the market for bonds seems tg 
become more and more of an insti. 
tutional market and this practice 
should reduce handling costs.” 

Of those answering, 77% said “yes,” 
A negative vote came from Western 
Casualty & Surety, which responded 
that the variable approach depends on 
the existence of unsold bonds which 
can be used to exchange for bigger 
bonds. In the case of municipalities 
this would be impractical, the respond- 
ent feels. 

Kansas City Life reported that vault 
space is a constantly worsening prob- 
lem. General of Seattle and Gulf Life 
stated that all their bonds are handled 
in a custodian’s account at a bank, 
What kind of decrease in bulk could 
be effected by raising the face amount 
to $5,000? Estimates range from 25% 
to 75%. 

“We would purchase only the $5,000 
denominations if they were in gen- 
eral use and considered ‘good delivery’,” 
the Employers Liability group respond- 
ent stated. 


Investment Men’s Preference 


Would investment men prefer mu- 
nicipals in various multiples of $5,- 
000? Here four answered that unless 
they were allowed the option of free 
exchange, they would be against the 
idea, while 56 were in favor. 

New Hampshire Ins. Co. felt that 
a $10,000 multiple would work better 
than $5,000. Maccabees Mutual Life 
was in favor of $100,000 as a maxi- 
mum denomination. “We would like 
to see this apply not only to munici- 
pals but also to corporate bonds,” Mac- 
cabees said. National Life of Vermont 
“rarely buys in less than $100,000 lots 
and would like at least $50,000 cou- 
pons. However, the proportion of large 
coupons would be governed by the 
type of buyers.” 

Provident Life & Accident is not 
interested in small denominations.” 
Berkshire Life thought that the $1,000 
face amount bonds are only useful in 
cases where there are sinking fund 
calls. 

On the question of the relative at- 
tractiveness of coupon as against reg- 
istered bonds, 61 respondents felt that 
if the registered bonds were traded 
as actively as coupon bonds, they 
would prefer them. Five said they 
preferred coupons. American Ins. Co. 
stated that the advantage of receiving 
a check for interest, rather than having 
to clip coupons, would be a major 
consideration. 


Midwestern United Plans 
Set For New HO Building 


Midwestern United Life has com- 
pleted plans for construction of a new 
multi-million dollar home office build- 
ing. At an informal gathering in Fort 
Wayne, Phillip J. Schwanz, president 
and founder of the company, unveiled 
a scale model of the proposed building, 
together with architectural sketches 
and construction samples. 

The project was launched last spring 
with the appointment of Leo A. Daly 
Co. as architect. The tentative comple- 
tion date is March, 1963. The one- 
story building will encompass 88,452 
square feet. Of contemporary design, 
it will feature lavish use of glass with 
aluminum trim. 


Franklin Has Record October 

Franklin Life reports the largest Oc- 
tober sales record in the company’s 
77 year history. Production of more 
than $107 million was registered, rep- 
resenting a gain of 11% over the pre- 
vious month. 
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ss NATIONWIDE MUTUAL INSURANCE COMPANY 
RF gationwipe NATIONWIDE MUTUAL FIRE INSURANCE COMPANY 
™ NATIONWIDE LIFE INSURANCE COMPANY 
NATIONWIDE GENERAL INSURANCE COMPANY 


246 NORTH HIGH STREET 
COLUMBUS 16, OHIO 


October 15, 1961 


Mr. Harold S. Stains, C.L.U. 
District Sales Manager 
Nationwide Insurance 

1014 Market Avenue, North 


Canton, Ohio 


Dear Harold: 


I had occasion just the other day to mention you to some 
of our Home Office executives in connection with your 
designation as a Chartered Life Underwriter. 


I told them that in my opinion those qualities that earned 
your C.L.U. are the same that are responsible for your 
fine performance as a District Sales Manager. There is 
just no substitute for determination to work and study, to 
continually increase your knowledge and ability -- and to 


pass this determination along to all the fellows you train 


and supervise. Certainly, your own production figures 


and those of your men bear this out. 


I know, too, that even beyond increased earnings, your 


greatest satisfaction must be in offering the very finest 
I, for one, always point you out 


as a splendid example to all the other Nationwide field men 
now working and studying to improve their professional skill. 


service to your clients. 


More power to you -- andtoC.L.U.! 
Sincerely, 


Reo 


Dean W. Jeffers 
Vice President 


Sales 











Te [eendeeTaemmemermesnr 














10 
MARSHALL TELLS BUYERS: 


Popularity On Rise 
For Two Little-Used 
Group Health Plans 


Although the business community 
has been slow to recognize the merits 
of two relatively new forms of group 
health insurance—voluntary accidental 
death and long term disability income 
—their popularity has suddenly been 
.on the rise, Edwin H. Marshall, vice- 
president North America and its life 
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subsidiary, Life of North America, said 
at a luncheon of Insurance Buyers 
Assn. of Pittsburgh. 

“Probably not over 5% of the cor- 
porations represented here today now 
have either of these two programs,” 
Mr. Marshall said. “Yet, I would war- 
rant that within five years 50% of 
your firms will carry one or the other, 
in many cases, both.” 

Describing voluntary accidental 
death coverage, he explained the pro- 
gram as one whereby the corporation 
makes available to the employe high 
limits of ADB insurance which the 
employe may purchase at his own voli- 


tion without any employer contribu- 
tion to the plan. 

Among the advantages of the pro- 
gram, Mr. Marshall listed the follow- 
ing: 


May Choose Limits 


—The employe may voluntarily pur- 
chase any limit he chooses up to an 
agreed upon maximum, sometimes 
$100,000 and occasionally higher. The 
employe is not subject to a classifica- 
tion approach and is free to determine 
for himself whether he will buy and 
what amount. 

—He will be covered regardless of 
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Confederation Life . . . serving insurance better through this factual advertising series. HOME OFFICE: 321 Bloor St. E., Toronto 


A1940 newspaper 
stopped him cold! 


He found it rummaging through 

an old trunk. The story of the 

Dunkirk evacuation was there, 

recalling his own decision to enlist. 

But it was the next page that 
stopped him . . . milk, 12 cents a 
quart! A car... only $895... 
were prices ever that low? And 
this insurance ad—there’s an im- 
portant item—what about the cost 
of insurance? 

Age by age, life insurance costs 
are almost the same—often lower 
—than in 1940. Also, the people 
who started protection then, pay 
no more today than they did 20 
years ago. Even when other prices 
are inflated, life insurance is the 
only investment which protects 
your dollars as it protects your 
family. 

Here are some of the reasons 

e Permanent life insurance values 
are stable and can show healthy 
growth through the payment of 
annual dividends. 

e Other investments, such as real 
estate, common stocks, even 
bonds, carry an element of risk, 
and records show they can de- 
cline even while living costs rise. 

e Since insurance premiums are 
spread over many years, you 
pay with dollars that are aver- 
aged out over both low and high 
cost periods. 

e Life insurance is the most versa- 
tile investment you can make 
... readily available for emer- 
gency use, payable immediately 
in a variety of ways on death, 
guarantees the income you se- 
lect at retirement time. 

e Be sure of a stable savings and 
investment program by having 
‘—and keeping—enough perma- 
nent life insurance. How much 
is enough? Only you can decide, 
with the help of a man trained 
and experienced in family pro- 
tection and retirement planning. 
The Man with the Plan is your 
Confederation Life representa- 
tive. See him . . . soon! 


Enough Life Insurance... 
the solid foundation 
of any investment pian. 


(onjederation Life 
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health history. No individual unser. 
writing is required. 

—He will be insured without a fixeg 
requirement of participation in the 
plan by a large number of his fellow 
employes. The plan goes into effect 
regardless of how many employes sub. 
scribe. 

—The one requirement as far ag 
the employer is concerned is that he 
permit the employe to pay the low 
premium charge through payroll de. 
duction. 

—Due to mass marketing, the pre. 
mium cost is considerably less than it 
would be if the plan were sold indi- 
vidually. 

—The employe has all these ad- 
vantages without any employer con- 
tribution. 

The long term disability income 
plan, otherwise known as long term 
salary continuance disability insur. 
ance, is designed to solve the finan- 
cial problems resulting from disability 
of very long duration arising from 
either accident or sickness. 

“It is designed to do precisely what 
traditional group insurance, work- 
men’s compensation and social security 
disability benefits don’t do. It begins 
where they leave off,” Mr. Marshall 
said. 

It offers high limits as well as long 
durations of income required by the 
middle and high salaried employes, 
Characteristic features of the plan are: 

—Eligible groups usually consist of 
salaried employes in positions of res- 
ponsibility, but the plan may be 
broadened to include other employe 
groups. 

—tTrue group principles operate gen- 
erally. Usually 75% of the eligible 
group must participate. No individual 
health underwriting is involved when 
the entire group is accepted. 

—Benefits provide for the payment 
of a weekly income during disability 
resulting from accident or sickness, 
occupational or non-occupational in 
origin. 

Duration Varies 


—Duration of benefits varies from 
two years to payment to age 65. 

—Waiting periods may vary from 
14 days to one year. Waiting periods 
may be made as flexible as desired in 
order to mesh with short term salary 
continuance practices of individual 
firrhs or to mesh with other existing 
insurance or government benefits. 

—Benefits run as high as $150 a 
week, even higher, and are usually 
limited by a maximum percentage of 
the employe’s salary such as 50% or 
60%. Frequently considerably higher 
benefits are provided during the first 
year or two, the adjustment period. 

—Benefits should be meshed with 
underlying insurance of all types. 

—Employer contribution is natural- 
ly desirable for securing 75% participa- 
tion. If, however, the group is restrict- 
ed to responsible employes, employer 
participation may be eliminated pro- 
vided payroll deduction is supplied. 

—tThe cost of coverage is materially 
below that of individual plans, a rough 
rule of thumb being something under 
1% of the employe’s salary. 


United L.&A. Three-Quarter 
Volume A Record, Up 26.9% 


United Life & Accident paid-for 
volume for the first nine months of 
1961 totaled $76,585,310, a record for 
the period and an increase of 26.9% 
over the three-quarter figure last year. 

Health insurance premiums in force 
increased to $376,875 in the nine 
months and are increasing at an an- 
nual rate of 19.9%. 
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Supplementary Ways 
Of Getting Manager 
Recruits Discussed 


Even figuring on a conservative basis, 
a life company that is going to do any 
kind of an expan- 
sion job will prob- 
ably have to ap- 
point as many new 
managers in the 
next 10 years as it 
has now, E.A. Palk, 
director of agen- 
cies of Great-West 
Life, told members 
of LIAMA at the 
annual meeting in 
Chicago. 

“I would say 
there are more and 
more agency officers who feel that our 
total needs will not be met through our 
own organization alone,” he com- 
mented. “They feel that supplementary 
sources must be used in an increasing 
degree in the tight manpower days 
ahead. This is certainly true in our 








E. A. Palk 


company.” 
Great-West is actively seeking can- 
didates from two _ supplementary 


sources. The first is the graduating 
classes of a number of colleges and 
universities. The agency officers and 
personnel department head this re- 
cruiting team, and get valuable assis- 
tance from the managers. The other 
supplementary area is a broad one and 
covers people who graduated four or 





Hemispheric Conference 
Notes Pleasing Absence 


Of Government Intrusion 


Though there was a strong trend 
toward government interference in 
Latin America some years ago, there 
have been no further moves in this 
direction since the Hemispheric Insur- 
ance Conference began meeting in 
1946, it was pointed out at the recent 
meeting of the conference in Peru. 

The conference’s vigorous support 
of private enterprise insurance culmi- 
nated in its Declaration of Santiago de 
Chile in 1950 and has been reaffirmed 
at each succeeding biennial gathering 
since then. It was also pointed out that 
a few years ago the Mexican govern- 
ment sold its life company to private 
owners. A resolution adopted at Lima 
ratified the conference’s position “op- 
posing state monopoly in the insur- 
ance and reinsurance activities.” 

Other actions included a declaration 
against compelling insurers to invest 
reserves in any specified form of in- 
vestment, opposition to social security 
laws into benefit fields that private 
insurers are able to cover, opposition 
to compulsory third-party liability in- 
surance, opposition to giving special 
privileges and tax exemption to co- 
operatives in competition with private 
commercial insurance, urging private 
insurers to make the fullest possible 
use of well known principles of sound 
public relations and paving the way 
for study by the conference of the 
proposed free trade zone of Latin 
America, including the further pro- 
posal for a Central American common 
market and for participation as an ob- 
server in the formulation of plans for 
these zones. 

{ — 
; Milwaukee Life has been licensed 
in Minnesota as an affiliate of Mil- 
waukee Automobile Mutual and will 
have its home office with the auto 
company in Minneapolis. 
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five years ago and have had a chance 
in some other industry. Often its ini- 
tial glamour has had a chance to wear 
off and these people are receptive to 
the challenges and opportunities of 
the life insurance business. 


Not All Stayed 


“Not everyone that we have hired 
has ended up in sales work or sales 
management,” Mr. Palk pointed out. 
“We have lost people. We have also 
supplied our investment and group 
divisions with some fine people. And 
I suppose it is only reasonable to state 
that some other life insurance com- 


panies have been the beneficiaries of 
this program. I don’t for a moment 
minimize the difficulties involved, yet 
I do know in our company that a num- 
ber of exceedingly important agency 
posts are being filled by people who 
did not initially start in the field as an 
agent. 


Main Theme Given 


“My main theme is this: If we rec- 
ognize the manager as being the key 
to the attainment of our agency objec- 
tives, it is our job to see that he is at- 
tracted to our business, is well se- 
lected, trained and developed so that 


ll 


he will be ready to step in when the 
need arises. 

“Flowing from this is the obvious 
second step: Since good men are hard 
to find, we had better look after them 
once we have them, or all our efforts 
are for naught.” 

Mr. Palk offered the following prin- 
ciples that have emerged from Great- 
West’s experience: 

“__You can seldom change the basic 
personality characteristics of an in- 
dividual. I inserted the word ‘seldom’ 
there because perhaps some of you 
can. I must confess I can’t, and I have 

(CONTINUED ON PAGE 18) 
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American National 
Holds Convention, 
Iwo Sales Meetings 


Some 500 representatives and wives 
of American National’s field force at- 
tended the national convention and 
sales conference at Galveston. Of 
these, 134, members of the president’s 
club and wives, continued to New Or- 
leans for conferences in more ad- 
vanced subjects. 


Vogler Welcomes Visitors 


At a homecoming luncheon which 
began the convention W. L. Vogler, 
president, welcomed the visitors and 
sketched company history. As of the 
close of the third quarter of 1961, he 
said, the company had reached $5,- 
877,094,077 in force. He challenged 
those present to push it to $6 billion 
by the end of the year. 

R. A. Furbush, executive vice-presi- 
dent, described to the assembly a list 
of short and long term company ob- 
jectives. Leonard Mosele, vice-presi- 
dent and secretary, outlined the pro- 
gressive impact of automation on field 
services. Guest speaker was Willis M. 


HteNATIONAL UNDERWRITER 


Tate, president Southern Methodist 
University, who viewed “the world 
of tomorrow.” 

The second business session in- 
cluded talks by W. K. Nicol, vice- 
president and actuary, on the agent 
and the actuary; by Bailey Clark, 
vice-president and manager of under- 
writing, on the agent and underwrit- 
ing; by Frank Simmon Jr., general 
agent at La Marque, Tex., on techni- 
ques of payroll deduction selling; by 
F. C. Carbrey, general agent at Den- 
ver, on the business insurance field, 
and by L. J. Hirsch, district manager 
at Salina, Kan., entitled “Selling is 
Fun.” 

Phillip Noah, vice-president, closed 
the Galveston session with a discus- 
sion of the formula “volume plus 
quality plus premiums equal success.” 

The New Orleans meeting featured 
an analysis of estate planning by Ken- 
neth Stockton, Watertown, S. D.; of 
markets by Jose Berrios, general 
agent in Puerto Rico, and of principles 
of production by Orson P. Millet, gen- 
eral agent in Alaska. 


Sales of Old Line Life througn Octo- 
ber were $43,650,932, an increase of 
78% over the same period last year. 


Simplicity Should 
Rule Pension Sales, 
Brokers Are Told 


The successful agent selling pension 
and profit-sharing plans sticks to the 
broad outlines of his product and 
doesn’t let himself get enamored with 
the minute particularities, said Charles 
P. Moore and Richard T. Griffin in a 
seminar for brokers run by White & 
Winston general agency of United 
States Life in New York City. 

Mr. Moore, who is an actuarial pen- 
sion consultant at United States Life, 
told brokers that the less they could 
get away with telling the employer, 
the better. Simplicity, both in approach 
and in the pension instrument, is a 
prime virtue. With the retirement in- 
come plan, the best plan in the long 
run for a small company, the employ- 
er avoids worry, expenses and com- 
plications—he simply turns over one 
check to the trustee, who turns it over 
to the insurance company. 

‘That is simplicity itself,” Mr. Moore 
said. 

With the creation of supplementary 
funds used in conjunction with life 
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insurance, difficulties appear. Fo: the 
agent, there is always the possibility 
that competition will appear offcring 
the same plan for considerably less 
money. This is usually done by assum- 
ing that a genius is operating the side 
fund, and by making other non-con- 
servative assumptions. Then you need 
less insurance to do the same job, 

Mr. Moore warned brokers to make 
it clear to employers what kind of 
interest and mortality assumptions 
were being made—and how easy it is 
to vary them. As things stand the 
Internal Revenue Service has not been 
probing into the soundness of interest 
assumptions when qualifying plans 
with supplementary funds, so it’s an 
open field for differences in judgment, 
Mr. Moore said. 

Mr. Griffin, an agency pension con- 
sultant at United States Life, said that 
the interest in the newspapers and 
among the public in successful profit- 
sharing plans is like the publicity on 
baseball teams: You don’t hear about 
the losers. 


Tax Disadvantage Shown 


The key defect in the profit sharing 
plan is the yearly limitation of 15% 
on an employe’s salary beyond which 
contributions are currentiy taxable. 
For employes who have been with a 
firm for some years and are near re- 
tirement age, this type of program can 
be quite unattractive, Mr. Griffin said. 
The qualified pension plan, which can 
work retroactively through the “entry 
age normal” funding technique, is more 
equitable, more flexible and has a real 


competitive advantage, Mr. Griffin 
suggested. 
Another interesting selling point: 


key-man insurance can be bought by 
the company with the auxiliary fund 
as the beneficiary to protect it against 
the death of important executives. 
Since such deaths could endanger the 
ability of the company to continue its 
contributions to the fund, this is a 
legitimate investment, and it is tax- 
deductible. 


American National 
Reports Good Gains 


American National of Galveston 
has had gains in all areas of operation 
during the first three quarters of 1961. 

Insurance in force rose 5.1% in the 
first three quarters and now stands 
at $5,877,094,077. Premium income and 
gross receipts rose 4.8% over the same 
period in 1960. Sales forces have been 
expanded with the creation of 35 new 
branches. 

With the favorable showing the first 
nine months of 1961, the manage- 
ment expects to reach $6 billion in 
force by the end of the year. The first 
step in the program was completed 
during September, when a production 
campaign in honor of the president 
produced $110 million of ordinary. This 
total excludes weekly premium and 
credit insurance written in the same 
period and is the largest for any one 
month in the company’s history. 


Republic National To Hold 


Conference In San Juan 


As a climax to a series of 18 regional 
conferences held by Republic National 
Life throughout the U. S., there will 
be a meeting in San Juan. Host will 
be the Jimenez general agency, which 
has won top company honors for the 
past few years. Those attending will 
include T. P. Beasley, chairman, chief 
executive officer and founder of the 
company,, and H. R. Hunke, vice-pres- 
ident and agency director. 
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Changes In The Field 


Canada Life 


Leonard Salis has been appointeu 
agency supervisor at the Nashem ag- 
ency in New York City. He has been 
a brokerage supervisor with United 
States Life at New York. 


Georgia International Life 
Malcolm L. Dunlap has been appoint- 
ed general agent in Indianapolis. He 
entered the business with Fidelity Mu- 


tual in 1946 at Syracuse, N.Y., and 
became general agent for Massachu- 
setts Indemnity & Life in 1948 at 
Indianapolis. He has been president 
of Indiana Accident & Health Assn. 


Great-West Life 
Car] L. Bollman, field representative 
at Lansing, Mich., has been raised 
to district manager there. 
Robert K. Seeley has been pro- 
moted from field representative to su- 


pervisor at Halifax, N. S. 

Salvatore J. Latona has joined the 
company as a supervisor at San Jose, 
Cal. 


Life Of Virginia 

William A. Haynes has been ap- 
pointed manager of the Radford, Va., 
district office. He joined the company 
in 1950 at Martinsville, Va., and was 
made associate manager there in 1953. 

Edgar L. Solada has been made man- 
ager of the Huntington, W. Va., dis- 
trict. He joined the company at In- 
dianapolis in 1947. In 1949 he was 
made associate manager there, and 
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Henry F. Rundquist, standing, Superintendent of Agencies, North Central Division at Minneapolis, conducts a Saturday Morning Clinic 
with Divisional Supervisors William L. Archbold, left, and Roy A. Hjort and Frank R. Califano, Home Office Field Representative. 
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At Northwestern National we always have 12 to 18 men in our Management 
Training Program. All of these men work as Field Supervisors while undergoing 
on-the-job training, two or three being assigned to each of our six strategically 
located Divisional Offices. 

After each week’s work in the Field—work which may consist of such things 
as training a new man, conducting a recruiting campaign or holding an agency 
meeting, our six Divisional Superintendents of Agencies hold Saturday Morning 
Clinics with the Trainees under their direction. At the clinics, the week’s work 
is thoroughly evaluated and assignments are made for the week ahead. 

The Saturday Morning Clinic, with the opportunity it provides for exchang- 
ing ideas and comparing notes under the guidance of a well-seasoned superinten- 
dent, constitutes one of the most stimulating and beneficial aspects of our entire 
Management Training Program. 
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in 1960 he was promoted to manager 
of the Muncie, Ind., district office. 


Southwestern Life 


Named to new field management 
posts are Robert O. Weldon, Donalq 





R. O. Weldon Donald Cunningham 


R. Cunningham, Neal W. Landis, J, 
G. Gray and Charles B. Wonderly. 

Mr. Weldon, the company’s regional 
manager in Austin for the past three 
years, has been appointed regional 
manager at Houston. He joined the 
company in 1951 at San Marcos, Tex, 
Mr. Cunningham succeeds Mr. Weldon 
at Austin and will serve as branch 





Neal Landis Joseph Gray 


manager of the company’s office there. 
He formerly was branch manager at 
Little Rock. Succeeding Mr. Cunning- 
ham as branch manager in Little Rock 
is Neal Landis, who since July of last 
year has served as assistant manager 
at New Orleans. Mr. Gray, sales super- 
visor in Beaumont, Tex. since 1959, 
has been named assistant manager of 
the New Orleans territory, with head- 
quarters in Baton Rouge. Mr. Won- 
derly, who joined the company in 1960 
at Kansas City has been appointed to 
the field staff as sales _ supervisor 
there. 


Massachusetts Mutual Life 


William W. Davies has been pro- 
moted from associate general agent to 
assistant general agent in the Woods 
agency, Los Angeles. John J. Sullivan 
has joined the agency to succeed Mr. 
Davies. 


Western Life, St. Paul 


Jack H. Currence 
has been named to 
head the new sales 
territory at Balti- 
more. He will serve 
as superintendent 
of agencies for 
Maryland, Dela- 
ware plus Arling- 
ton and Fairfax 
counties in Vir- 
ginia. 

Formerly broker- 
age manager for 
the company at 





Jack H. Currence 


Cleveland. Mr. Currence has been in 
the business 12 years. 


Standard Security Of N.Y. 
Robert B. Carlson has been ap- 








pointed general agent in Jamestown, 
N. Y. He was general agent for Co- 





lumbian Mutual at Jamestown and 
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pefore that was general agent for Fed- 
eral Life & Casualty there. 


Liberty National Life 
In a managerial switch between 
Huntsville and Oneonta, Ala., J. C. 





R. M. Blackburn J. C. Glasscock 


Glasscock has been named manager at 
Huntsville and Roy M. Blackburn has 
been made manager at Oneonta. 

M. C. Collins, agent at Ensley, Ala., 
has been named an associate manager 
at Knoxville. 

W. M. Davis, Gainesville, Ga., has 
been made associate manager there. 

H. M. Clower, Tampa, Fla., has 
been made associate manager there. 


Franklin Life 


Thomas L. Roy 
has been appointed 
general agent at 
Portsmouth, N.H. 
For 10 years he 
was with Pruden- 
tial as assistant 
manager and staff 
manager at Man- 





chester, and Na- 
shua, N. H., and 
Boston. 


John E. Ryan 
has been appointed 
general agent at 
Jacksonville, Ill. He has been with 
John Hancock for five years. 

James M. Parrish has been appoint- 
ed regional manager at Fort Worth. 
Formerly with the Horace Mann Life, 
Mr. Parrish has specialized in cover- 
age on members of the teaching pro- 
fession in northern Texas for the past 
10 years. 


Thomas L. Roy 


Security L. &A. 
Sam Scott, George Gallagher, and 
Joseph Crowley have been appointed 
agency supervisors in the Denver area. 


Security Mutual Life 
Milton I. Shapiro has been appointed 
general agent in New York City. He 
was an independent broker at New 
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York and was later with Mutual Trust 
Life there. 


Provident Mutual Life 


Frederic E. Sup- 
ple Jr., manager 
of the Sacramento 
Valley agency, has 
been _ appointed 
manager at San 
Francisco. He 
joined the compa- 
ny in 1951 as a 
member of _ the 
agency he now 


heads. ' - 
Frederic E. Supple, Jr. 


Pacific Mutual Life 


Kenneth A. Thorp has been ap- 
pointed assistant manager at San 
Francisco. Mr. Thorp has been super- 
visor at St. Louis. 


Mutual Benefit Life 
Verne R. Relitz 
has been appoint- 
ed head man of a 
new district group 
office at Syracuse. 
He was a group 
representative at 
the Detroit region- 
al group office and 


before that was 
with Massachu- 
setts Mutual in 


group sales. 

Allen H. Stoec- 
ker has been made 
general agent at 
Trenton. He was 
assistant to the general agent at the 
Paul L. Guibord agency at Newark. 
Mr. Stoecker’s agency will be a new 
one. He joined the company in 1953 
as assistant to the president. He was 
a director of Newark Life Underwri- 
ters Assn. and is immediate past pres- 
ident of North Jersey Life Supervisors 
Assn. 





Verne R. Relitz 


New York Life 


William E. 
North, manager of 
the northern Illi- 
nois_ general of- 
fice at Evanston, 
Ill., and immediate 
past president of 
NALU, has been 
appointed inspec- 
tor of agencies 
at Evanston. He 
joined the com- 
pany in 1930 and 
became an agency 
organizer in Port- 
land, Ore., in 1931. He was made man- 


William E. North 








ager of the Montana office in 1936 and 
later was manager of the Chicago gen- 
eral office. He is a CLU and also holds 
the CLU certificate in agency manage- 
ment. 


Bankers Life, Neb. 


Robert M. Stone has been named 
general agent at Mankato, Minn. He 
has been with Massachusetts Mutual 
for the past three years, and has also 
been with North America as Nebraska 
sales supervisor, and Midwest Life. 
Last week Mr. Stone was incorrectly 
identified as being with Bankers Life 
of Iowa. 
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KNIGHTS LIFE has named M. F. 
Boutilier and Robert L. Sandberg 
managers at West Palm Beach and 
Oklahoma City, respectively. 

George C. Niemeyer has been named 
manager at Memphis and Stanley N. 
Becker at Minneapolis. 

Mr. Niemeyer has, been division 
manager in Memphis for American 
Preferred Life, and prior to that was 
president of the Chemical F.&C. 





General Life of Milwaukee has been 
licensed in Minnesota, and Oscar Harts- 
gaard of Minneapolis has been named 
agency supervisor for the state. 








1957 
1952 


and direct men. 


Program. 


James B. Siske 


Home Office 


James G. Ranni 
Chairman of the Board 
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Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY OF FLORIDA 
Miami, Florida 


Y; This What You a Been Whiting Sat 


TOP FIRST YEAR COMMISSIONS 
IMMEDIATE VESTED RENEWALS 
YOUR OWN GENERAL AGENCY 


American Bankers has always endeavored to 
set the pace ... not merely keep up with it. 


NINE YEARS OF ACTIVE OPERATIONS 


1961 (To Date) .....$467,000,000 


186,000,000 
4,400,000 


Our key representatives must be financially solid, rea- 
sonably trained, with a responsible standing in the com- 
munity in which they reside, and have the ability to select 


COMPLETE LINE OF VERY COMPETITIVE POLICIES 


COMPLETE TRAINING and Agency Building ‘‘Know-How” 


STOCK OPTION PLAN—Liberal Option Agreements for both 
recruiting and personal production. 


General Agency Building Opportunities through- 
out the East, South and Mid-West. 


For information about You and American Bankers, contact 





_R. Kirk Landon 
President 
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Home Office Changes 


Metropolitan 

John M. Morrison, manager at the 
Hardin Square office in Chicago, has 
been made manager at the new Down- 
ers Grove district office. He was a 
director of American Society of CLU 
in 1959 and a director of Chicago Life 
Underwriters in 1960. 


Prudential 


C. J. Faherty, 
2nd vice-president 
of the commercial 
and industrial 
loan department, 
has been made 
vice-president in 
charge of that 
department,  suc- 
ceding Ernest S. 
Allsopp, who is re- 
tiring. Mr. Faherty 
joined the com- 
pany in 1930 in 
the mortgage loan 

department. He is a member of Newark 
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economic development committee and 
the Illinois bar. 

E. Carroll Gerathy has been elected 
a 2nd vice-president at the Chicago 
regional office. He joined the methods 
division in 1948 and moved to the 
Chicago office in 1953. Before 1948, he 
was with McKesson & Robbins Inc., 
in Bridgeport, Conn. 


Life Of North Carolina 


J. M. Woolery has been named a 
director. He is vice-president and ac- 
tuary of Occidental Life of North 
Carolina. 


Connecticut Mutual 


Wilfred W. Terryberry, actuary, has 
been appointed 2nd_ vice-president, 
electronics. He joined the actuarial 
department in 1922 and was made an 
assistant actuary in 1942. He is a fellow 
of Society of Actuaries. 

Wilfred S. Burt has been made as- 
sistant secretary. He became manager 
of the tabulating department in 1938 


Ordinary production 
in September 
broke all past records 
for a single month. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE. COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 


and supervisor of the data processing 
department in 1954. 


State Farm Assurance 
Marvin D. Bow- 
er, list vice-pres- 
ident, has been 
elected executive 
vice-president. He 
joined State Farm 
in 1952 as a train- 
ee and was later 
a senior underwri- 
ter. In 1955 he was 
transferred to To- 
ronto as secretary 





to the Canadian 
. home office. He 

M D. 
— asad returned to the 


U. S. in 1958 as assistant vice-presi- 
dent. In 1959 he was named secretary, 
a post he held until State Farm Assur- 
ance was formed in 1960. 


Pacific Mutual Life 


Ralph C. Allison has been named an 
underwriting supervisor. He spent two 
years with Prudential in Chicago as a 
life underwriter before joining Pacific 
Mutual. 

Lewis Cass has been appointed di- 
rector of agency management training. 







\N\ 
\N 


eo 


November 25, 196] 


He has managed the company’s San 
Francisco group operation as well as 
handling home office management as- 
signments. He is a CLU. 


Occidental Of California 


Horace W. Brower, president, and 
George D. Bjurman, vice-president in 
charge of investments, have been elect- 
ed directors of Pacific Finance Corp, 
Mr. Bjurman has also been named to 
Pacific Finance’s executive committee. 


Penn Mutual Life 


Courtlandt S. Gross, chairman of 
Lockheed Aircraft Corp. of Burbank, 
Cal., has been elected a trustee. He 
succeeds his brother, Robert E. Gross, 
who aied in September. 


Guarantee Mutual Life 
Wayne R. Douce has been named 
company attorney. He had been attor- 

ney for the Nebraska department. 


American Mutual Life 
William R. Burns has been named 
actuary. He gained his initial experi- 
ence with Great-West Life and later 





Conventions 


Dec. 4-8, National Assn. of Insurance Com- 
missioners, regular meeting, Baker & Adol- 
phus Hotels, Dallas. 

Dec. 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 
Dec. 12, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York City. 
Dec. 13-14, Life Insurance Assn., annual, Wal- 

dorf-Asturia Hotel, New York City. 

Dec. 27-29, American Risk & Insurance Assn, 
annual, New York City. 


1962 


Jan. 26, CLU seminar, University of Miami, 
Miami. 


Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Island Hotel, 
Grand Bahama Island. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 21-24, Florida Life Underwriters Assn., 
sales congress, Miami, Lakeland, Tallahassee 
and Jacksonville. 

March 19-21, Life Office Management Assn., 
automation forum, Drake Hotel, Chicago. 
May 7-9, Health Insurance Assn., annual, Den- 

ver Hilton, Denver. 

May 17-19, Home Office Life Underwriters 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

May 28-29, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier Hotel, White Sul- 
phur Springs, W. Va. 

May 30-31, Actuarial Club of the Pacific States, 
spring meeting, Ahwahnee Hotel, Yosemite 
National Park, Cal. 

June 3-6, Insurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

June 6, Fraternal Actuarial 
Drake Hotel, Chicago. 

June 10-13, Institute of Home Office Under- 
writers, annual, Shoreham Hotel, Washing- 
ton, Cc. 

June 13-16, Life Insurance Conference, annual, 
Greenbrier Hotel, White Sulphur Springs, 
W. Va. 

July 12-14, International Assn. of Insurance 
Counsel, annual, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

July 31-Aug. 3, Federation of Insurance Coun- 
sel, Hotel Vancouver, Vancouver, B. C. 

Aug. 1-4, National Assn. of Life Companies, 
Inc., annual, Olympic Hotel, Seattle. 

Sept. 12-14, Life Insurance Advertisers Assn., 
annual, Mayflower Hotel, Washington, D. C. 

Sept. 16-21, National Assn. of Life Underwri- 
ters, annual, Hilton Hotel, Chicago. 

Sept. 24-26, Life Office Management Assn., 
annual, Netherland-Hilton Hotel, Cincinnati. 

Sept. 24-26, National Fraternal Congress_ of 
America, annual, Statler Hilton Hotel, New 
York City. 

Sept. 30-Oct. 3, International Claim Assn., an- 
nual, Americana Hotel, Bal Harbour, 

Oct. 8-12, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-17, Society of Actuaries, annual, Cha- 
teau Frontenae Hotel, Quebec. 

Oct. 25-26, Actuarial Club of the Pacific States, 
= meeting, Del Monte Lodge, Pebble Beach 


Assn., annual, 


Dec. 10-11, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria Hotel, New 
York City. 

Dec. 12-13, Life Insurance Assn. of America, 
enamel, Waldorf-Astoria Hotel, New York 

y. 
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served with Western & Southern Life 
and Benefit Assn. of Railway Employ- 
ees of Chicago. 


Travelers 
a Ferdinand Ru- 

, dolph has been 
named = secretary, 
methods and plan- 
ning department. 
He joined the com- 
pany in 1926 in 
the office admini- 
stration depart- 
ment at New York. 
In 1952 he was 
made office super- 
visor at the home 
office and in 1955 
he was appointed 
assistant secretary. 

Charles K. Oaks Jr. and Lester 
Smith have been named assistant man- 





Ferdinand Rudolph 





Charles K. Oaks Jr. 


Lester Smith 


agers in the public information and ad- 
vertising department. Mr. Oaks joined 
the company in 1953 and was made a 
supervisor in 1959. Mr. Smith also 
joined the company in 1953 and was 
made a supervisor in 1958. 


CHESAPEAKE LIFE has appointed 
J. Louis Rose regional manager in 
Baltimore. 


SEABOARD LIFE of Miami has 
made Edwin J. Steinberg actuary and 
administrative assistant to the presi- 
dent. He has been with Irwin Solomon 
& Co., an actuarial consultant in New 
York City, and before that he was an 
actuarial assistant at New York Life. 


TEACHERS INSURANCE & AN- 
NUITY ASSN. has made Edward H. 
Litchfield a trustee of College Retire- 
ment Equities Fund. He is chancellor of 
the University of Pittsburgh. 


National Life Of Vermont 
Dividend Scale Continued 


Except For One Increase 


National Life of Vermont’s dividend 
scale on life policies, annuity contracts 
and participating supplementary con- 
tracts will continue unchanged in 
1962, the one exception being an in- 
crease in dividends on deposit admin- 
istration funds in connection with ap- 
proved pension trusts. The increase 
is the result of a clarification of tax 
treatment accorded these funds. 

National Life has set aside $20,100,- 
000 for 1962 dividend distribution, 
which is $700,000 more than was set 
aside last year. 

The interest rate on accumulated 
dividends will remain unchanged. 





New Hospital, Medical Plans 
Beneficial Standard Life is offering 
new hospital-surgical and medical ex- 
pense programs that are guaranteed 
renewable for life. The medical ex- 
pense policy covers doctor calls, sur- 
gical expenses, childbirth and miscel- 
laneous A&S expenses. The hospital 
and surgical coverage pays up to 185 
days, increasing by policy age to 365 
days, of hospital benefits in the amount 
selected for every covered sickness and 


XUM, 
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accident. It pays cash for surgery no 
matter where the operation is per- 
formed. Accidental death benefits are 
also available as an addition to both 
of these policies. 


Gen. Am. Life Requires 
Only One Medical For 
Large Amounts Of Life 


Liberalizations in the medical ex- 
amination requirements for large 
amounts of insurance have been an- 
nounced by General American Life. 
In amounts between $50,001 to $200,- 
000, General American has abolished 
the two-examination requirement and 
will now require only one exam of 
the proposed insured. 

The company will make broader use 
of electrocardiograms and X-rays in 
the selection of those individuals ap- 
plying for large amounts. The change 
is expected to expedite business with- 
out impairing selection processes. 

In the $50,001 to $100,000 coverage 
bracket, electrocardiograms will be re- 
quired for those over 36 years of age 
and an X-ray will be required for 
those over 61 years of age in addition 
to the one examination. 

For amounts of insurance between 
$100,001 to $200,000, electrocardio- 
grams will be required for those over 
21 years of age in addition to the 
exam. An X-ray will also be required 
for those over 46. 


Bankers Of la. Has 9-Month Gain 

Bankers Life of Des Moines had 
an increase of more than $16 million 
in new business during the first three 
quarters of 1961 over the same period 
in 1960. Total new business amounted 
to $351,729,660, made up of $208,243,- 
983 in ordinary and $143,485,677 in 
group. Life in force has increased by 
nearly $162 million in the period to a 
new high of $3,895,162,713, of which 
$2,148,217,430 is ordinary and $1,746,- 
945,283 is group. 
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you’ll want to move ahead with us! 


With Ohio State Life you get complete coverage . . . Life — Par 
and Non-Par ... A & S and Hospitalization . . . Group. Add the 
highest lifetime service fee in the business for the career under- 
writer . . . fully vested renewals for 9 years . . . top Ist year com- 
missions on par and non-par policies . . . agency office allowance 

. - non-contributory pension plan . . . operating capital for new 
agents. Write today for complete details on these and other 
advantages. 


FRANK L. BARNES, 
President 
HOWARD W. KRAFT, V. P. 
& Director of Agencies 


S3t 3 tet Ane 


THE QHIO STATE LIFE 
Wis 4 OmyGainy 
COLUMBUS 15. OHIO 

LIFE @© ACCIDENT & HEALTH ® GROUP 


Licensed in: Ala., Ariz., Calif., Del., D. C., Fla., Ga., Ill., Ind., lowa, Ky., Md., Mich., 
Minn., Mo., No. Car., Ohio, Pa., Texas, Va., and W, Va, 
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FOR NATIONAL 
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COVERAGE... SEE NATIONAL CASUALTY 


oWe’re everywhere... 


In South Dakota—in any of the other 49 states—National 


Casualty policies are available to give you the finest 


in Disability Income, Hospital and Surgical coverages 


for the Individual, Family, 


Franchise or Group case. 


Policies that protect you anywhere in the world! 


WiteYokstaaMmediolaclalici-1e Me <-talh cel ol i-Mecl ale MTU). ticlalelelae| Risk 


Coverages Available! 


NATIONAL CASUALTY COMPANY 





DETROIT 26, 


MICHIGAN 
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REINSURANCE 


NOVEMBER— 


and plans for 1962 are in 
process. 


A major factor will be Re- 
insurance. The mature serv- 
ice of Employers Re should 
be in mind as you build 
your program. 


It’s stable, flexible — and 
covers completely in 


A&S LINES. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jockson 








The Minuteman 


Symbol of Success 
to a fast-growing group 
of General Agents 


Old Republic 


LIFE INSURANCE COMPANY 
CHICAGO 1, ILLINOIS 











Supplementary Ways 
Of Getting Manager 
Recruits Discussed 


(CONTINUED FROM PAGE 11) 
tried. Let me illustrate what I mean: 
laziness. 


solves itself. You must develop a pro- 
cedure or objective for the individual 
and either he performs or he should be 
replaced. For example: lack of man- 
power building. 

“__Managers who are going to build 
good agencies are fast starters. We 
know, for example, that an agent’s suc- 
cess can be determined in six months 
or less, a supervisor’s in a year or less. 
From our experience, a manager’s ulti- 
mate success can be determined in two 
years. Certainly by that time a pattern 
has emerged. 

“__New managers need a lot of 
supervision in their first few years in 
management. I would suggest that 
this is true whether they establish 
fine production records or not. The 
jobs of an agent, a supervisor and a 
manager are different. A manager 
manages his total agency, not just the 
sales. 

“Past performance of an _ indivi- 
dual is one of the best gauges to future 
performance. The outstanding man- 
agers in our company had a pattern 
of success behind them before they 
took on the management job and in 
those few situations where we have 
compromised this principle we have 
been singularly unsuccessful in pro- 
ducing a winner. 

“Some people get tired and al- 
most bored in sales work .. . This 
can translate itself into top-flight pro- 
ducers going into the casualty business, 
managers who do a good housekeeping 
job but not a building job, and man- 
agers who start preparing for retire- 
ment 10 years before their time, in 
rather an active and obvious way... 
I suspect that there are many people 
in our sales organization who don’t 
respond because they feel nobody 
cares. They feel they are working in a 
vacuum. This vacuum is only occasion- 

ally pricked by a visit, a phone call or 
a letter from the home office, and the 
occasion for such an interruption is 
usually to deal with a problem. I 
wonder if we shouldn’t exhibit a little 
more of that sympathetic understand- 
ing that is based on an intimate knowl- 
edge of their situation and the prob- 
lems they face.” 
Republic National Life Seminar 

Republic National Life’s executive 
seminar at Dallas was attended by 29 
insurance executives from 15 states. 
Subjects included training procedures, 
sales techniques, agency organization 
and underwriting development. 











“__A deep-rooted problem seldom derson, 


Are You Moving the Goalposts ? 


You don't count a touchdown at the 20 yard line and neither can you 
consider your client's retirement program completed without using 
an equity investment. Standard Life’s Retirement Equity Accumulation 
Program, which makes use of permanent life contracts as well as mutual 
fund shares, provides for the unforeseen possibilities of death or dis- 
ability, and inflation or deflation—the first program of its kind offered by 
a life company. To be modern and score real commission point $—write 


me today. Hany w. Wade, President 
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Canadian Underwriters 
Elect Sanderson, May 
At Semi-Annual Meeting 


Canadian Home Office Life Under- 
writers Assn. at its semi-annual meet- 
ing in Toronto elected Donald E. San- 
Imperial Life, president to 
succeed Thomas R. Suttie, Equitable 
Life of Canada. Barbara May, Crown 
Life, has been named secretary to suc- 
ceed Donald E. Hickson, National Life 
of Canada. 

Current problems in life underwrit- 
ing were discussed at the meeting, 
which was attended by 188 represen- 
tatives of 56 Canadian, British and 
U.S. companies operating in Canada. 


Mexican Flag Given To 
Insurance Hall Of Fame 


Insurance Hall of Fame at Ohio 
State University has received a Mexi- 
can flag for part of its permanent exhi- 


The flag was presented to Novice 
G. Fawcett, president of the univer- 
sity, and Arthur I. Vorys, president 
of the Griffith Foundation (which ad- 
ministers the hall of fame), as an ex- 
pression of the good will which exists 
between Mexico and the other North 
American nations. 

John S. Bickley, chairman Insurance 
Hall of Fame, made the presentation 
on behalf of Manuel Alonso de Florida, 
gerente general of Azteca la Com- 
pania Mexicana de Seguros; Ernesto 
Warnholtz, Ajusco, S.A. and Salvador 
Morales-Franco of La _ Latinoameri- 
cana—all of Mexico City. 

The Mexican flag is the first stand- 
ard to join the United States flag in 
the room commemorating the hall. It 
is expected that as representatives of 
additional countries are added to the 
board of electors, flags of their coun- 
tries will be placed in the hall. 


National Life Of Vermont 
Holds Regional Meeting 


Nine general agents of National Life 
of Vermont spoke on_ sales and 
servicing techniques at a two-day re- 
gional conference at Starved Rock 
State Park, III. 

David J. Figel, general agent at 
Davenport, Ia., and David B. Huston, 
general agent at Milwaukee, spoke on 
the viewpoint of the agency execu- 
tive. Other speakers were Richard N. 
Craig, Joplin, Mo.; William M. Fogar- 
ty, St. Louis; Garnet Inman, New Al- 
bany, Ind.; Jack Jacquis, Nashville; 
John E. Nolan, Davenport; John H. 
Stuhr, Cedar Rapids, Ia., and Sher- 
man Whitmer, Bloomington, III. 

R. Wayne Allison, regional director 
of agencies, was chairman of the ses- 
sions. Ward Phelps, assistant agency 
vice-president, outlined recent com- 
pany developments. 


General American Has Sept. Gains 


General American Life’s individual 
volume for the first nine months of 
1961 is up 15.2% over the same period 
in 1960. Sales in Septembcr were 28.8% 
above the same month in 1960. 

Health premiums written through 
September of 1961 were up 116.5% 
over the first nine months of last year. 
September health premiums were up 
135% from September, 1960. 

Figures for group for the first three 
quarters showed a 31.5% increase in 
new cases and a 26.3% increase in life 
volume over the first three quarters 
of 1960. Total group premiums in Sep- 
tember were 77% ahead of the same 
month a year ago. 
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LIFE INSURANCE EDITION 


Discusses Business Insurance Sales 


(CONTINUED FROM PAGE 6) 
proceeds of life insurance would be, 
in whole or in part, taken by the bank, 
which in turn may lead to a situation 
where the liquidation of the corpora- 
tion remains the only solution. This 
could be prevented by a simple key 
man insurance policy on the life of 
the executive to whom the bank would 
look for the satisfaction of its loan. 
The amount of insurance should be at 
least equal to the amount by which 
the bank would be likely to reduce 
the loan upon the death of the said 
executive. If no loan presently exists, 
a reasonable amount of life insurance 
to cover future commitments should 
be recommended.” 

What has been said thus far, should 
provide a necessary opening for fur- 
ther action. It is now up to you to 
probe deeper into it and uncover the 
needs for the sale of business life in- 
surance. Naturally, this presumes a 
basic knowledge of business insur- 
ance. But, even with the barest mini- 
mum of the technical know-how, we 
may easily perceive the need for key 
man coverage, or funding of a stock 
purchase agreement. To this effect, it 
helps to know the business’ cash posi- 
tion and its tax bracket vs the tax 
bracket of the officer-stockholder you 
are talking to. 

Speaking of tax, I would like to call 
your attention to a common tendency 
among underwriters to base our illus- 
trations on the assumption that any 
corporation is in the 52% tax bracket. 
Believe me, there are quite a few suc- 
cessful businesses paying only 30 cents 
on a dollar to Uncle Sam. Illustra- 
tions based on this tax bracket are 
just as effective as the one we nor- 
mally use. Moreover, they cannot be 
so easily brushed off as others can, 
by a simple remark, “This doesn’t ap- 
ply to us, we are not in the 52% tax 
bracket.” 

The business entities in the 30% in- 
come tax bracket provide an excel- 
lent market for the unqualified pen- 
sion plans. All you have to do is point 
out the actual cost of a qualified plan 
which is 70 cents on the dollar and 
compare it with the gains stemming 
out of an unqualified plan funded by 
key man insurance policies. 

While discussing key man cover- 
age, you must not overlook the pos- 
sibility of the executive being totally 
and permanently disabled. Premium 
waivers are a must in any key man 
insurance policy. Besides, it is an ex- 
cellent practice, especially for small 
business entities, to introduce non- 
cancellable accident and sickness in- 
surance. 

Moving just one step further into 
the business insurance field, we are 
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bound to come face to face with a 
situation where a split dollar plan of- 
fers the best solution. By now most of 
us are well familiar with the split 
dollar plan. This makes it relatively 
easy to recognize specific situations 
and argue persuasively in favor of its 
application. 

No one, to our best knowledge at 
least, has thus far challenged either 
the right of the insured to pledge the 
policy as collateral, or the right of the 
other party in the split dollar plan to 
advance money to the insured (inter- 
est free or at a nominal interest rate), 
for the payment of the portion of the 
premium equal to the annual increase 
in cash value, the advance being se- 
cured by the cash value. 


Right To Assign 


It is generally agreed that the in- 
sured, in his capacity as the owner 
of the policy, has the right to assign— 
collaterally or irrevocably—the cash 
value to: the other party. Imagine 
only an insurance policy cooperatively 
owned by the business and the exec- 
utive’s heirs. The business portion, 
e.g. the cash value, is the so much 
heralded sinking fund needed for var- 
ious emergencies, in this particular 
case to indemnify the business for the 
loss of a key executive, with the 
amount at risk, going into the hands 
of the heirs, to help them solve what- 
ever problems they may have with 
regards to the settlement of the estate. 
The split dollar plan can be used in 
numerous variations. Let me explain 
just a few, to refresh your memory. 

—Split dollar combined with key 
man insurance (as already mentioned.) 

—Split dollar financed through a 
bank loan. 

—Split dollar to fund a deferred 
compensation agreement. 

—Split dollar with a family income 
rider, which certainly will offer much 
more to the employe than even the 
fifth dividend option can. 

—tThe reverse split dollar (the in- 
sured holds on to the cash value) 
appears as an extremely flexible tool 
for solving the problems of liquidity 
without the corresponding increase in 
estate or business value. 

As we have seen, the majority of 
business insurance problems are ba- 
sically simple. Their solutions, how- 
ever, may become quite involved. So, 
if anyone runs into such a situation 
or is faced with more complicated 
business problems, he should not re- 
treat in confusion. All he has to tell 
the prospect is that his particular 
situation requires further study and 
that the solution will be forthcoming 
in a few days. He can be sure that 
his general agent or a more experi- 
enced colleague will gladly come to 
assistance. But in a number of situa- 
tions even the limited knowledge of 
business insurance would be sufficient 
to grasp the basic aspects of the case. 


Tidewater Oil Offers 
Credit Card Insurance 


Tidewater Oil has inaugurated a 
credit card insurance program in its 
western division. The program will 
provide travel accident insurance as 
a customer credit service through local 
agents and brokers in conformance 
with standards established by Inter- 
national Assn. of Health Underwriters. 
IAHU recently approved of the use of 
credit cards as a useful insurance 
mechanism and noted that credit cards 
perform a public service when their 
use is confined to a collection function 
and any insurance agent is permitted 


to write coverage. 

Tidewater coverage is offered by 
Beneficial Standard Life and features 
a $10,000 accidental death or dismem- 
berment benefit (which becomes a 
double indemnity of $20,000 should the 
accident occur on a weekend or holi- 
day), and up to $1,000 for medical ex- 
penses resulting from the accident, at 
a premium of $2.25 per month. 

Any agent or broker may forward 
the premium and the Tidewater ap- 
plication directly to Beneficial Stand- 
ard and receive his regular commis- 
sion. 
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Mo. Agents Hold Fall Meet 


Missouri Assn. of Life Underwriters 
held its fall meeting at Cape Girar- 
deau recently. The program opened 
with a “husking bee,” featuring 15 
practical sales ideas in five-minute 
presentations, covering such problems 
as motivation, competition, advertis- 
ing, public relations and work organ- 
ization. 

Speaker at the buffet luncheon was 
Thomas A. Repp, director of pension 
sales of General American Life of St. 
Louis. His talk was entitled “Wheat 
Among the Chaff.” 
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HeNATIONAL UNDERWRITER 


Agent Screening Committee Is Suggested 


(CONTINUED FROM PAGE 1) 
dealings of the replacement artist far 
more readily than a person unfamiliar 
with the practice of life insurance sell- 
ing in the field. 


Approach Is Not Novel 


“This type of approach is not really 
new,” Mr. Shopiro said. “It is an adap- 
tation of the type of self-policing used 
in the professions of medicine, law, 
accounting, architecture, engineering 


and doubtless others. If a committee 
of members of these professions is 
best qualified to review cases involv- 
ing questionable ethics or illegal pro- 
cedures of a fellow member, doesn’t 
it seem reasonable that this is also 
true in the profession—or business—of 
life insurance? 

“What we are suggesting is not far 
removed in concept from our local life 
underwriter associations’ ethics com- 
mittees—except that it would be a 


state-wide committee and it would 
have some stature in the insurance 
law or departmental regulation. This 
would give it the status necessary to 
deal successfully with cases involving 
non-members as well as members of 
our association. We are not looking for 
power to take disciplinary action in 
any instance, only the authority to in- 
vestigate and to submit our findings to 
the proper regulatory body. 

“Any action that might be called for 
would still be taken by the present 
duly constituted authority. If the 
transgressor was not a licensed agent, 
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the committee’s findings might be siib- 
mitted to the Securities & Exchange 
Commission, the Investment Company 
Institute, the National Assn. of Secu- 
rity Dealers, the bar association, the 
CPA society or directly to the attor- 
ney-general’s office—whichever the 
controlling body might be in the par- 
ticular case.” 


Wouldn’t Always Be The Same 


The committee would not need to be 
one group of men, Mr. Shopiro pointed 
out. It could be constituted whenever 
needed, with different personnel from 
different sections of the state accord- 
ing to where the complaints emanated 
from. In no case would the committee 
have any members representing any 
life company involved. 

“It would be much easier for a com- 
mittee of actively practicing field 
agents to differentiate between the 
twister—who would find it extremely 
difficult to pull the wool over the eyes 
of a group of his peers—and the hon- 
est agent who becomes an innocent 
victim of circumstances,” said Mr. 
Shopiro. “We are all concerned about 
curbing improper replacements, about 
ridding the business of the profession- 
al twister. What we’re becoming even 
more concerned about is the danger of 
getting the legitimate agent put in a 
box, and then having it nailed shut!” 

Mr. Shopiro praised the tough atti- 
tude that a number of companies have 
taken on twisting, regardless of whose 
policy is being replaced. 

“We commend them for taking this 
stand, and urge other companies that 
have not publicly committed them- 
selves to stand up and be counted,” he 
said. “Closing every possible avenue 
for the professional twister can be 
done only by a sincere effort on all 
sides. The more effective we are in 
combating the twister within the in- 
dustry, the better we are able to pre- 
serve and maintain the public’s confi- 
dence in the institution of life insur- 
ance.” 


Urges Use Of Warnings 


Mr. Shopiro strongly recommended 
the use of the NALU pamphlet “De- 
mand to Be Shown” as a warning to 
policyholders on the dangers of re- 
placing. He also suggested the use of 
letters, particularly one suggested by 
President J. Harry Wood of Home Life 
of New York. The gist of this is a sug- 
gestion that the policyholder ask any 
replacement proposer to write a letter 
stating everything he has said verbal- 
ly, including the name of the new 
company. The policyholder would tell 
the agent that he plans to send a copy 
of the letter to the president of the re- 
placing company and to the insurance 
commissioner. 

Mr. Shopiro’s recommendation on a 
field screening committee for com- 
plaints about twisting was adapted as 
the state association’s official position. 

Workshop sessions, including a spe- 
cial session for first-time delegates, 
occupied much of the meeting. 

State association officers were in- 
structed to meet with representatives 
of the state architects, CPA, dental, 
bar and medical associations with a 
view to obtaining uniform “Kintner” 
legislation in New York, permitting 
professional groups to operate as cor- 
porations in setting up fringe benefits. 

“Step-licensing,” by which ‘a new 


agent would have to take a more 
searching examination after having 
been in the business for a_ specified 
period, was the subject of a survey 
among companies and it was reported 
at the meeting that none had objected 
to the step-licensing theory. However, 
several companies wanted a specific 
outline of the exact provisions con- 
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templated in a law, and the appoint- 
ment of a committee of the state asso- 
ciation to provide this was authorized. 
Membership will be announced soon. 

It was announced that the manage- 
ment conference customarily held an- 
nually at the Gideon Putnam Hotel at 
Saratoga Springs will be Feb. 16-17. 
Charles Drimal, Penn Mutual Life, 
New York City, will be chairman. Se- 
lection of agents will be the subject. 

The “Appleknockers” sales caravan 
will be April 25-26, with Charles An- 
chell, New York Life, New York City, 
a trustee of NALU, as chairman. 


Pilot States 


NALU will use New York, Texas 
and a third state to be announced soon 
as the pilot states for an experiment 
with the  anniversary-membership 
year plan, Harry K. Gutmann, Mutual 
of New York, New York City, past 
president of the state association, an- 
nounced. He made it clear that all 
persons joining between now and June 
30, 1962, as well as all present mem- 
bers, will be on exactly the same basis 
as now prevails. Starting July 1, how- 
ever, membership for new members 
will run for a full year from when- 
ever the member joins, instead of his 
dues being pro-rated to the end of the 
year. In order to prepare for the new 
basis, the leadership training sessions 
for local association officers, and es- 
pecially the secretaries, will be held in 
June. 

The delegates authorized the hold- 
ing of the 1962 annual state delegate 
meeting at Lake George in May. 


NALU Committee To 
Push Public Service 
Award Participation 


(CONTINUED FROM PAGE 1) 
award program, conceived and direct- 
ed most ably until 1960 by Dr. Louis I. 
Dublin, life underwriter associations 
have made major contributions to the 
betterment of their communities. 

“We are most pleased with the pro- 
gress attained to date. Last year, for 
example, more than 200 local associa- 
tions with 30,000 members were en- 
rolled in the program. Immeasurable 
good was done and, as a by-product, 
NALU and the institute were honored 
by the Chamber of Commerce of the 
United States with its national recog- 
nition award. 

“It is our ambition that the public 
service award program have the par- 
ticipation of at least 300 local associat- 
tions this year, and 400 to 500 in the 
near future. The officers and trus- 
tees of NALU will do everything pos- 
sible to provide leadership at the na- 
tional level, backed up by our new 
special committee. It is composed of 
men who have been personally active 
in community affairs and who have had 
the inspiring experience of actually 
taking part in local association service 
projects that won major public service 
awards.” 


LIFE INSURANCE EDITION 


$100,000 Suit Filed vs 
Lutheran Brotherhood’s 


President, Vice-President 
MINNEAPOLIS—A_ $100,000 suit 
against two high officials of Lutheran 
Brotherhood, is the latest move in the 
dissension within that organization. 
Carl F. Granrud, president, and John 
Lienemann, vice-president, are charg- 
ed with neglect of duty in the suit 
brought by insurgent policyholders 
who for the past several months have 
been trying to oust Mr. Granrud and 
other high officials of the society. 

In effect, this latest action was a 
countersuit to one filed by the man- 
agement last month asking that the 
insurgents’ committee produce dele- 
gate requests for a special convention 
or return them to signers. The insur- 
gents’ committee is headed by Arnold 
J. Ryden Jr., Gordon A. Bubolz and 
Harvey E. Skaar. The policyholders’ 
lawsuit charges that Mr. Granrud and 
Mr. Lienemann have “carelessly, neg- 
ligently and willfully failed and neg- 
lected to perform their duties” and 
have “mismanaged and wasted the 
monies” of Lutheran Brotherhood. 

General agents of the fraternal 
meeting in Chicago demanded that 
Gordon A. Bubolz of Appleton, Wis., 
one of the insurgent leaders, resign 
“immediately and _ unconditionally” 
as a director of the brotherhood for 
leading the campaign to oust the man- 
agement. The agents also demanded 
that Arnold J. Ryden Jr., of Minne- 
apolis, reputed to be the financial 
backer of the Bubolz group, cease his 
participation in the movement. 


Monumental Life Elects 
Baker Executive V-P; 
Hayes Named Secretary 


Frank Baker Jr., vice-president and 
secretary of Monumental Life, has 
been elected executive vice-president 
and Charles L. Hayes, assistant secre- 
tary, becomes secretary. 

Mr. Baker has been with Monumen- 
tal since 1932, when he joined the au- 
diting department, later was named 
assistant secretary and then secretary. 
He is also a director. 

Mr. Hayes, a CPA, entered the actu- 
arial department in 1949. 


Bankers Life Ot lowa 


Has Executive Changes 
(CONTINUED FROM PAGE 2) 
committee of Institute of Life Insur- 
ance and a member of the board of the 
S. S. Huebner Foundation. He is a for- 
mer director of Life Insurance Assn. 
of America and a past president of 
Life Office Management Assn. He is 
also a member of the Pension Research 
Council of Wharton School at the 

University of Pennsylvania. 

Mr. Bucknell joined Bankers Life in 
1930. He was successively elected as- 
sistant actuary in 1934, associate ac- 
tuary in 1945, vice-president and ac- 











Y= 6, 
oe r 


ye 





174 Whitney Avenue 











A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
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tuary in 1946, vice-president in 1956 
and executive vice-president in 1960. 
He has been a director since 1957, and 
has served for a number of years as 
a member of the ordinary underwrit- 
ing committee and the bond and mort- 
gage committees. Also, he is currently 
serving as a member of the ordinary 
sales committee, the finance commit- 
tee and the pension committee. In ad- 
dition, he has been chairman of the 
coordinating committee having the re- 
sponsibility of coordinating the various 
activities of the company pertaining to 
the sale and issuance of individual 
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ordinary life. 

A fellow of Society of Actuaries, 
Mr. Bucknell has served on several 
committees of that organization and is 
currently serving as chairman of its 
committee to study frequency and type 
of meetings and society relationship to 
regional and local actuarial clubs as 
weli as a member of its public rela- 
tions committee. He is also serving on 
the research distribution cost commit- 
tee of the research advisory committee 
of Life Insurance Agency Management 
Assn. He has also served on that as- 
sociation’s compensation committee. 


Jessie Ball duPont Chapel 
Hollins College, Roanoke, Virginia 


Roanoke, Star City of the South— 
Home of Shenandoah Life 


Mountain ranges form a picturesque setting for 
Hollins College, one of the finest liberal arts colleges in 
the country — the first chartered college for women 
in Virginia, established in 1842. 


There are five accredited 


colleges within a 50-mile 


radius of Roanoke, plus two accredited junior colleges 
of business and a Technical Institute. 
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Deane Davis Warns 
Of Tragic Bust If 
Boom Period Ends 


Deane C. Davis, president of Na- 
tional Life of Vermont, in his speech 
at a meeting of Minneapolis Life 
Underwriters Assn., warned that 
the end of the current inflationary 
price spiral could bring about a de- 
pression more tragic than has ever 
been experienced by the United States. 

To avert the danger of such an 
eventuality, Mr. Davis said that the 
people of the United States must 
change their ways and their thinking 
pretty drastically and very soon. 

“Inflation,” he declared, “will come 
to an end and be followed by a sharp 
period of depression. In that period, 
millions and millions of so-called dol- 
lar values on paper possessed by the 
American people will be wiped out.” 

Mr. Davis said he believes that, 
among other factors, the overwhelming 
majority of common stock prices are 
today far higher than could be justi- 
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fied either by the income of the bus- 
inesses involved or by the capital assets 
behind the stock. A surprising num- 
ber of political economists and po- 
litical leaders believe it is necessary 
to sacrifice what formerly was another 
national goal—stability of prices—to 
achieve what is now the first and 
second major national goals of full 
employment and a growing economy. 


Live Too Close To Income 


“The point is that we are so ac- 
customed to full employment and to 
a rising level of economic activity that 
we all live too dangerously close to 
our weekly or monthly pay check. 

“For far too many people the cush- 
ions of safety which we are relying 
upon are only those cushions of safety 
which the government says it will 
provide us in the welfare field. 

“But we cannot much longer guar- 
antee full employment and increasing 
economic growth by taking up the 
slack in inflated prices, because much 
of this market which has made it 
possible for us to create essentially 
full employment and a growing econ- 
omy has been a world market, which 
has now been invaded by other nations 
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where price will in most cases be the 
determining factor.” 

Savings, Mr. Davis said, are the an- 
swer to the threat of inflation and 
succeeding depression. He said he 
wanted to see more life insurance men 
tell the general public what savings 
mean to the country and what that 
portion of savings in the form of life 
insurance has meant. 

“I want to see more life insurance 
men face up to reality. I want to see 
more life insurance agents give some 
thought and study to this whole ques- 
tion of where our country is going, 
and become salesmen for the kind of 
America which we have had in the 
past. 

“T want to see these same men go 
on and explain to their prospects and 
their clients what life insurance really 
is. 

“I want to see more life insurance 
men help their clients to become not 
smart but wise. 

“I want to see more men tell their 
prospects and clients that term insur- 
ance costs more than cash value sav- 
ings insurance, that life insurance was 
invented to take the speculation out 
of family security. 

“I want to see more life insurance 
men tell their clients and prospects 
that of all the places where specula- 
tion doesn’t fit, the most important 
one place is in providing security for 
one’s self and one’s family.” 


Text Of Warning 
Mass. Mutual Sends 
On Replacing Policy 


Here is the text of the replacement 
warning that Massachusetts Mutual 
Life is sending to policyholders with 
premium notices. It is addressed “To 
Policyholders Holding Permanent Life 
Insurance Policies.” 

At some time, it may be suggested 
that you replace existing insurance 
with a new policy or policies. In con- 
sidering such a suggestion, please re- 
member: 

—New insurance of comparable 
quality will require a higher annual 
premium outlay, since premiums will 
be based on your attained age. 

—New insurance will build up cash 
values less rapidly than policies which 
have already been in force a number 
of years. 

—Guarantees, settlement options 
and other benefit provisions may be 
less liberal under the new contract 
than under the policy or policies to be 
replaced. 

The replacement of present insur-: 
ance is not in the best interests of the 
policyholder in the great majority of 
typical situtations. It is therefore to 
your advantage to make a careful 
comparison of your existing insurance 
and of the proposed new coverage. To 
assist you in doing so, we urge you to 
follow this procedure: 

a. Ask for a proposal in writing, 
giving a detailed comparison of costs 
and benefits under your existing ‘in- 
surance and the proposed new cover- 
age; and 

b. Have the agent or field office of 
the company which issued the original 
insurance examine the replacement 
proposal and give you their comments 
and recommendations. 


Lutheran Brotherhood Has Gains 

Lutheran Brotherhood reports nearly 
$22 million in issued and paid-for-busi- 
ness in October, an increase of more 
than 4% compared with October 1960. 
Business for the year to date totals 
nearly $211,450,000, a gain of more 
than $12 million over last year. 
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$42 Billion Family 
Security Benefits 
Due for ‘61 Payment 


American families in 1961 will pro. 
bably receive $42 billion in family 
security payments such as death, dis. 
ability, retirement and unemployment 
benefits, according to Institute of Life 
Insurance. This will be more than 
twice the total of such payments only 
eight years ago. 

“These growth figures clearly jj- 
lustrate the tremendous strides made 
in this country in stabilizing the family 
financial security of our people,’ Hol- 
gar J. Johnson, institute president, said 
in commenting on the estimates. “To. 
day, these family security benefit pay- 
ments are equal to 15% of total wages 
and salaries in the U. S., compared 
with 6% in 1929.” 

The aggregate of payments last year 
is estimated by the institute at $38- 
987,000,000. Of this, $10.4 billion were 
death benefits, $13,109,000,000 disabil- 
ity payments, $12,452,000,000 retire- 
ment income, and $3,025,000,000 un- 
employment benefits. 

By comparison, the $2,855,000,000 
of family security payments in 1929 
included $1,625,000,000 in death pay- 
ments, $890 million disability benefits, 
$340 million retirement payments and 
no unemployment benefits. 


$870 Million Increase 


Benefit payments from federal ,state 
and local government programs, in- 
cluding social security, which is en- 
tirely the product of the past 25 years, 
have increased from $870 million in 
1929 to $23,005,000,000 last year. Bene- 
fit payments under voluntary protec- 
tion programs set up through private 
auspices have risen from $1,985,000,- 
000 in 1929 to $15,982,000,000 in 1960. 

The gains in family financial se- 
curity are even more clearly shown by 
taking the case of a typical worker's 
family today, compared with his coun- 
terpart of 1929. 

Today’s family, the institute said, 
would have at least $13,000 of life 
insurance compared with $4,500 in 
1929; a pension benefit set up for 
retirement of $100 monthly, compared 
with no pension plan; hospital, sur- 
gical, medical and maternity protec- 
tion for self and family, compared 
with no such benefits; temporary dis- 
ability benefits, with paid sick leave, 
compared with no such benefits; work- 
men’s compensation for job injury to- 
day as in 1929, though with larger 
benefits; unemployment benefits up to 
$200 monthly, compared with no such 
protection; social security family sur- 
vivorship benefits up to $254 monthly, 
where there are two children, and 
old-age retirement benefits for self 
and wife up to $190 monthly, both 
non-existent in 1929; a home equity of 
some $6,500, compared with $2,000; 
savings available for emergencies of 
some $5,500, compared with $1,200, 
and a balance of annual income above 
food, clothing, shelter and taxes of 
some $4,000 compared with $500. 


ACTUARIES 


DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 
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Plumley Sees Growing 
Demand For Mortgage 
Funds In Next Decade 


Dynamic growth of the economy in 
the next decade and a corresponding 
poom in the demand for mortgage loan 
funds was predicted by H. Ladd Plum- 
ley, chairman and president of State 
Mutual Life, in his address to the 
annual convention of Mortgage Bank- 
ers Assn. of America in Miami Beach. 

“The demand for all types of mort- 
gage loan funds,” he said, “which in 
1959 was $191 billion, will approxi- 
mate $395 billion in 1970.” 

Mr. Plumley said the outstanding 
residential mortgage debt had grown 
from $53 billion in 1950 to $157 billion 
in 1960 and estimated that this will in- 
crease to about $485-$310 billion in 
1970. 

He reviewed various long-term pro- 
jections upon which are based current 
estimates of the nation’s economic 
growth and future demands for hous- 
ing. In 1970 he predicted that gross 
national product, based on 1959 prices, 
would be between $725 billion and $775 
billion—a growth of 40% to 50%. 

“While the gain in the number of 
housing starts over the next decade 
may not be great,” he said, “it appears 
that the amount to be spent for each 
new housing unit will, by 1970, in- 
crease aproximately 25% over what it 
is at the present time. This will be 
brought about by larger families with 
more money to-spend who will want 
larger, better equipped, higher quality 
houses.” 


Aetna Life Produces 
$253 Million In Drive 


Aetna Life had an over-all volume 
of $253,767,000 in ordinary busi- 
ness during its October “App Scrap” 
campaign, a company record. A total 
of 1,331 agents qualified for special 
sales honors by writing at least $60,000. 

The Long Beach, Cal., general agen- 
cy exceeded its quota by the greatest 
percentage. Other divisional winners 
were San Diego, Oklahoma City, and 
Albany. 

Chicago produced the biggest vol- 
ume—$12.5 million, followed by Phi- 
ladelphia with $9.9 million, Los An- 
geles with $9.6 million, Toledo with 
$8.7 million and Hartford with $7.5 
million. 


Reactivate Burial Society 
American Family Life Insurance 
Assn. has been reactivated by a group 
of Chicago business men, with offices 
located in the Insurance Exchange 
Building. Originating as a burial soci- 
ety in 1933, president of the newly 


’ organized firm is Vincent P. Manno, 


Melvin J. Blust is secretary and Carl 
Macina treasurer. All are officials of 
Modern Life & Accident. 


aService Guide. 


ACS 


Actuarial Computing 
Service, Inc. 


“Specializing in Computer Applications 
for the Insurance Industry” 
1389 PEACHTREE ST., N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 
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MacDonald: Too Many 
Agents Calling Term 
Smart Insurance Buy 


Too many producers today are using 
the phrase “smart life insurance buy” 
to characterize term insurance and are 
at the same time spreading the peculiar 
gospel that buying term and investing 
the difference is a way for the public 
to have its security and eat it, too, Roy 
A. MacDonald, managing director of 
Life Office Management Assn., told a 
meeting of the Halifax (Nova Scotia) 
CLU chapter. 

Inflation, he said, was in a great part 
responsible for the current competi- 
tion for investment dollars, and the 
public needs to be told that no kind 
of investment is a magic cure for the 
devastation inflation works upon those 
dollars. Mr. MacDonald noted that a 
large number of sales have been lost 
in the past, and a lot more will be lost 
in the future by agents who are un- 
equipped to deal with clients’ questions 
about inflation and how it affects in- 
surance. 


Term A Supplement 


“Your prospects will not be misled 
by the advice of the mutual fund and 
common stock salesman if they under- 
stand that the only way to guarantee 
that their protection will. be available 
when it is needed is through permanent 
life insurance. If your prospects under- 
stand that their term insurance is a 
supplement rather than a program, then 
they will realize that all of the buy- 
term-and-invest-the-difference advo- 
cates are talking nonsense. 

Turning to the subject of policy re- 
placement, Mr. MacDonald declared, 
“T think it is your duty as responsible 
representatives of life insurance com- 
panies to alert your policyholders to 
the dangers of any proposal based 
on the surrender of guaranteed cash 
values.” 


Colonial Life People Take 


Course On Communism 

Members of the home office and 
supervisory staff of Colonial Life of 
New Jersey are being given a course 
on “Freedom vs Communism—The 
Economics of Survival.’ Colonial Life 
believes it is the first company in the 
country to offer the course, which is 
being given by David J. Galligan, di- 
rector of the citizen responsibility pro- 
gram of New Jersey Chamber of Com- 
merce. 


National Life Of Vermont 


Holds Seminar On Pensions 


Attending a five-day seminar at 
Montpelier, Vt., on pension and profit- 
sharing plans were 17 agents, general 
agents and home office people of Na- 
tional Life of Vermont. Specialists in 
law, actuarial science, selection and 
other departments conducted the ses- 
sions. The meetings were managed by 
Stuart J. Kingston, director of pension 
sales. 


Mass. Mutual Gift To Springfield 
United Fund-Red Cross A Record 

Massachusetts Mutual has _ contri- 
buted $127,510 to the Greater Spring- 
field United Fund-Red Cross cam- 
paign, a record for company-employe 
contributions to the Springfield fund 
drive and 106% of the assigned quota. 
The amount included nearly $52,000 
in employe pledges and the balance 
was from the company. Massachusetts 
Mutual has contributed more than $1 
million to the fund in the past 12 
years. 















Complete a programming job 
in just one interview! Cover all 
loss-of-income areas including death 
and disability. Do it thoroughly — 
and still have time for selling. 
Wisconsin National agents are 
saving time every day with these 
streamlined new forms. Work 
Sheet offers complete data in 
“quick-reference” tables, specially 
developed by WNL. Summary Sheet 
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gives prospects an exceptionally 
clear picture of his needs. 

Enjoy “success-tested” selling aids. 
Investigate opportunities offered by 
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This announcement appears as a matter of record only 
all of the shares have been sold. 
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300,000 Common Shares 


Combined Insurance Company of America 


($1 Par Value) 
Price $57 Per Share 


This announcement constitutes neither an offer to sell nor a solicitation 
of an offer to buy these securities. The offering is made only by the Pros- 
bectus, copies of which may be obtained in any State from such of 
the undersigned as may lawfully offer these securities in such State. 


Smith, Barney & Co. 


Incorporated 
Eastman Dillon, Union Securities & Co. 
Goldman, Sachs & Co. Hornblower & Weeks 
White, Weld & Co. 
Incorporated 


Hayden, Stone & Co. 
Reynolds & Co., Inc. 


Blyth & Co., Inc. 
Glore, Forgan & Co. 


Stone & Webster Securities Corporation 
Shelby Cullom Davis & Co, 
Hemphill, Noyes & Co. 

















As a way of coping with the prob- 
lem of policy replacements, Bernard 
Berman, general agent for Union Life 
of Little Rock at Scottsdale, Ariz., 
suggests that states enact a uniform 
application law that would include a 
requirement that agents and appli- 
cants sign statements printed boldly 
on the policy to the effect that no 
replacement is contemplated or has 
been suggested. 

The statement to be signed by both 
the applicant and the agent would 
read: “By the affixing of our signa- 
tures below, we certify that this ap- 
plication is in keeping with the laws 
of the state wherein this application 
is completed. We further certify that 
any insurance issued as based upon 
this application is not intended to re- 
place any insurance now in force.” 

The statement to be signed by the 
agent would certify that he had not 
represented or suggested in any way 
that the proposed policy was better 
than any policy already owned by 
the applicant. The agent would fur- 
ther be required to certify that to 
the best of his knowledge and belief 
he had advised the app‘icant to act 
in his best interests and those of oth- 
ers named in the application. 

Mr. Berman’s suggestion is an in- 
teresting one, which is why we’ve 
publicized it here. Possibly it could 
be adapted in such a way as to make 
it effective. As it stands, we’re afraid 
it would have the standard drawback 
of most attempts to curb replacements. 
It would bother the bad guys a lot 
less than the good guys. As _ they 
stand, Mr. Berman’s suggested repre- 
senatations would tend to play into 
the twister’s hands in this way. The 
usual pitch is to con the prospect into 
thinking he’d better not let on that 
there’s to be a replacement or he’ll 
have the losing company crying on his 
neck. So Mr. Twister tells his victim, 
“Look, we’ll just sign these statements 

like the law requires, and you won’t 
be. bothered by somebody coming 
around from the other company to 
tout you off this deal and make a pest 
of himself.” 


HeNATIONAL UNDERWRITER 


Editorial Comment 


Another Anti-Twisting Proposal 


Consequently, even when the vic- 
tim finds later on that he has been 
right royally rooked and is eager to 
testify against Mr. Twister, his hands 
are tied because he fell for the smooth 
talk about signing the statements. 

The real problem is not the detec- 
tion of isolated instances of twisting 
but to expose the professional twister, 
and do it not on the basis of reputa- 
tion or heresay but with actual facts 
that can be documented So far as we 
can see, this can be done only by some 
sort of central information clearing 
house, to which all sales above a cer- 
tain size would have to be reported. 
In this way any company having a 
suspiciously large surrender or policy 
loan request could quickly find out 
from the clearing house if there had 
been a recent sale to the policyholder 
making the loan or surrender request. 
This procedure should show up the 
pattern of the professional replacer. 

Exposure of the pattern is essen- 
tial, because an agent, even though 
he is a career replacement artist, can 
usually wiggle out of a single iso- 
lated accusation, by pleading that 
there can be an honest difference of 
opinion over the wisdom of replacing 
in that particular case. But when the 
record begins to show that he sells 
almost entirely on a replacement ba- 
sis, and this fact is thrown up to his 
company by the insurance department 
on the basis of complaints from com- 
panies losing business through his 
raiding, then he can hardly expect 
any mercy from either his company or 
the department. 

No company wants a twister among 
its agents, but if an agent is producing 

a lot of business, it’s understandable 
that his company will tend to believe 
him not guilty until it has pretty clear 
evidence of his modus operandi. Once 
the habitual twisting pattern is clear, 
however, it would be surprising if the 
company kept him, because regard- 
less of his volume, it would be obvious 
that as soon as this business had a 
chance to develop some cash values it 
would be twisted right off the books 
again.-—R.B.M. 


Personals 


Sidney W. Souers, chairman General 
American Life, has been named by 
Gov. Dalton of Missouri to succeed 
Preston Estep, president Transit Cas- 
ualty and chairman State National 
Life, as a member of the Bi-State, 
Development Agency of Missouri and 
Illinois. Mr. Estep is resigning to re- 
move the possibility of a conflict of 
interest in view of the agency’s pro- 
posal to establish a unified transit 
system for the St. Louis metropolitan 
area. Transit Casualty writes the lia- 
bility insurance for Public Service Co. 
of Missouri, East St. Louis City Lines 
and several smaller bus companies in 
the area that might be taken over by 
the bi-state agency. 


The marriage has been announced 
of Edward J. Dirksen,, associate coun- 
sel in the Chicago regional home office 
of Prudential, to Virginia Allen of 
Taylorville, Ill. Mr. and Mrs. Dirksen 
are at home at 916 Harvard Lane, 
Wilmette, Ill. He is former executive 
secretary of Illinois Assn. of Insurance 
Agents. 


Dr. Richard M. Nay, medical direc- 
tor Indianapolis Life, has been granted 
a three-month leave of absence to 
work in a mission hospital in Kapanga, 
a city in the province of Katanga. He 
is giving medical services to the Con- 
golese people and instructions to na- 
tive attendants. 


Charles E. Phillips, president of 
Equitable Life of Washington, D.C., 
has been elected president of the dis- 
trict’s Kiwanis Club. 





Deaths 


EDGAR H. ANDRESEN, 35, vice- 
president and associate actuary Fi- 
delity Life of Illinois, died in Mercy 
Hospital, Clinton, Ia., after an illness 
of six months. He joined the company 
in 1951 in the policy issue and policy- 
holders service departments. He was 
named assistant secretary in 1952 and 
vice-president and associate actuary 
in 1958. Before joining the company, 
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Mr. Andresen had been two year: in 
the actuarial department of Franklin 
Life. He was a fellow of Society of 
Actuaries. 


JACK A. STEWART, 57, special 
agent of Phoenix Mutual Life at 
Cleveland ang 
former trustee of 
NALU, died fol- 
lowing a heart at- 
tack in his home 
at Bedford. Mr. 
Stewart, who was 
a CLU, during 
a _ successful ¢a- 
reer with Phoenix 
wrote at least one 
case a week since 
the date of signing 
his contract with 
the company and 
had been a member of the Leaders 
Club for 23 years. 





Jack A. Stewart 


O. M. McGEE, 62, manager for 
Girardian Life at Toledo, O., died, 
He joined the company as manager in 
1960. Before that he was manager and 
general agent for General Mutual Life 
at Toledo and had previously been 
vice-president and superintendent of 
that company’s Van Wert, O., agency. 


GRADIE W. BOWNDS, 62, manager 
for American United Life at Lubbock, 
Tex., died after a long illness. He had 
been with the company for 37 years, 
He was a member of 1958 Million 
Dollar Round Table. 


ARTHOR E. OTT, 75, who retired in 
1952 after 46 years with Northwestern 
Mutual Life at Milwaukee, died. At 
the time of his retirement, Mr. Ott was 
supervisor of the company’s actuarial 
division. 


JOHN CARUSO, 75, retired district 
manager at Chicago of Metropolitan 
Life and a past president of Retired 
Veterans Assn. of the company, died 
in his home. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicago, Nov. 21, 1961 


Bid Asked 
$ $ 

pT i A ee 156 160 
American General ............ 80 83 
Beneficial Standard .......... 48 50 
Business Men’s Assurance .... 103 108 
Cal-Western States ............ 115 120 
Commonwealth Life .......... 65 67 
Connecticut General .......... 333-340 
Continental Assurance ........ 201 
Franklin Life .................. 143.147 
Great Southern Life .......... 134 140 ° 
I EE oicbaicciediee ss cpevcecns 44% 45% 
Jefferson Standard ............ 91 
Liberty National Life .......... 99 102 
Life & Casualty .............. 35 37 
Life of Virginia .............. 141 145 
Lincoln National Life .......... 185 190 
National L.&A. ................ 220 225 
North American, Ill. .......... 29 30 
Ohio State Life ............... 73 76 
Old Line Life .................. 205 - 
Old Republic Life ............ 30% 32 
Republic National Life ........ 91 95 
Southland Life ................ 196 _ 
Southwestern Life ............ 147 152 
EDOM sio8 fei Be 6s 009 0 0b 1x ges 168 173 
REPU EINES o pob chee ais cyanea 62 64 
Mae We, MOE” BK Socom sh Css Ocoee 82142 85 
Washington National .......... 80 85 
Wisconsin National Life ........ 60 64 

Occidental Life of North Carolina 


has informed stockholders that it has 
secured the charter of an _ inactive 
fire and casualty company that is li- 
censed in 11 states. No announcement 
was made of immediate plans with re- 
ference to the new company. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Buyers had to beg last week for both the life and fire-casualty issues. 
Prices were marked up between small trades. The specifics as to earnings 
and net worth were junked. These matters became moot. You bought what 
you could get at the seller’s price, especially in the life stocks. Away from the 
office it was hard to keep an accurate scorecard, but it was obvious that 
yesterday’s quotations were obsolete. 

The 400,000 share offering of Kentucky Central Life & Accident non-voting 
stock with Stifel, Nicolaus of St. Louis as the principal underwriter, 
was released Thursday at 1434. The stock almost immediately started trad- 
ing then at 16-1614. There had been some grumbling. on the score of its being 
non-voting stock, but the marketplace seemingly ignored this. 

The market on Combined Insurance, of which 300,000 had been released 
the previous week at 57, dropped back 2 points to 59. Some who had owned 
this stock previously were selling off their old shares and retaining what 
they had gotten on the offering. 

Kansas City Life traded at 2800, up 200 points from the bid price a week 
earlier. Washington National sold at 80, up 17 from recent levels. Bankers 
National Life at 61 was up 5, and Banlife Corp., which owns 57% of Bankers 
National, was all on the bid side at 360. There are about 11 Bankers National 
shares for each Banlife. 

Gulf Life at 45 was plus 5. Old Republic Life continued its advance to 
31. Life Insurance of Virginia vaulted. The main Texas names were being 
taken at whatever the offering price was. Commonwealth Life acted as if 
it wants to be the year’s best market performer and, at 67 was plus 8 for 
the week. Philadelphia Life broke into the 90 range. Its business is ahead 
40% this year. 

Arbitragers last week dug earnestly into the Connecticut General-Aetna 
Fire situation. On Friday Connecticut General was 320 bid and Aetna was 
offered at 157. If the alliance were to be perfected and the Connecticut 
General market remain firm, that would have meant that the buyer of 100 
shares of Aetna at 157 would get .6 share of Connecticut General in the 
exchange. Such a fraction Friday was worth $192, or $35 more than it could 
have been bought for via Aetna. This was highly enticing. The main risk 
is that the New York department will interrupt the program or, conceivably, 
block it even, by straining to outwit the court of appeals decision. But 
even so several arbitragers concluded that Aetna would then slump no more 
than 20 points. This was the amount by which it advanced on the announce- 
ment, and it might well have gone half fhat distance anyway in sympathy 
with the rest of the fire-casualty list. The Connecticut General market by 
Friday had all but recovered the 30 points it lost on the announcement. The 
Aetna Fire acquisition would contribute well to Connecticut General earn- 
ings and there was little inclination on the part of those stockholders to 
let go. In the final analysis there will be 6 million C. G. shares of which 
1,200,000 or 20% will be seminal to Aetna. The investment income alone 
of Aetna should be close to $8.50 this year. Give them a fair wind on under- 
writing and the earnings from Aetna translated back into the present C. G. 
shares could be $5 or $6. Capitalize that at 30 times, which is what the life 
insurance market now seems to be doing, and it spells mother. Aetna on 
Monday had gone on up to 167 bid. 

Unexpected word of a 5% dividend in stock for Continental Insurance 
next spring sent this Big Board issue into new high ground at 72. Last year 
there was 10% increase in the cash dividend and the holders had hardly 
been whetting their appetites for another improvement so soon. 

Ohio State Life at 72 bid was nearly 20 points above what it was when 
the new Columbus Mutual program was announced. Ohio Casualty was 35 bid 
with none offered. 

Aetna Casualty on Friday was 160 bid, up 3 for the week. Aetna Life was 
4 points higher. Boston was up 3, BMA 5, Federal 2, General Reinsurance 
8, Glens Falls 5, Great American 3, Hartford 1, Home 2, Jefferson Standard 
4, Lincoln National 15, Maryland Casualty 2, Massachusetts Protective 4, 
New Hampshire 3, Pacific Indemnity 3, Phoenix 9, Providence Washington 
3, Springfield 4, Travelers 2, U. S. F. & G. 2, US. Life 3. 


Borrow-To-Buy Tax Deduction Attacked 


(CONTINUED FROM PAGE 1) it is a particularly dangerous one, since 





ary life policy occurs in four years at 
some ages.The term “substantially all” 
has never been clarified but it is con- 
ceivable that IRS might try to contend 
that “substantially all” of the prem- 
iums had been paid in four years even 
though the crossover point was not 
reached until a policy was six or seven 
years old. In a fairly typical low-net- 
cost company the crossover point for 
a 10-payment life policy is five years. 

“The national office of the revenue 
service has not reached a final deci- 
sion in this matter,” says the AALU 
bulletin on the pending case. “How- 
ever, unless the service can be con- 
vinced that its present theory is inap- 
plicable, it will dispose of the case un- 
der such a theory. 

“The revenue service’s argument is 
a novel one, to say the least. However, 





it not only can cause a disallowance of 
interest on bona fide insurance loans, 
but it completely disregards the colla- 
teral value inherent in insured cash 
values. 

“To some extent the service is 
adopting the Supreme Court’s rationale 
in the Knetsch case that borrowing 
from an insurance company does not 
necessarily involve a bona fide debt. 
Even assuming that the Supreme 
Court’s rationale can apply in some 
situations, there is substantial doubt 
that this is the case for application. 
The service concedes there is nothing 
sham about the transaction. Once this 
concession is made, it is difficult to 
conclude that the service’s theory has 
much substance. 

“However, it is one thing for AALU 
members and their Washington coun- 
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sel to discount the validity of revenue’s 
theories, but it is another thing to face 
the specter of continuing employment 
of such theories by the service. Your 
counsel are keeping close tabs on this 
situation and have agreed to offer sup- 
port to the taxpayer if he should re- 
quest such support. 

“Even if revenue’s reconstructing of 
the transaction is accepted, all similar 
situations will not involve a disallow- 
ance of an interest deduction if sub- 
stantially all of the premiums are not 
considered to be paid within four years 
from the date on which the contract 
was purchased. How many more years 
than four would be permitted is an 
open question at this time.” 

In the pending case, the insured was 
age 37 when he bought the policy. He 
borrowed from the company against 
the cash value, paid the first four an- 
nual premiums in a lump sum, and de- 
ducted the interest costs in his tax re- 
turn. 

On audit, the IRS agent disallowed 
the interest deduction, calling the en- 
tire transaction a sham and citing the 
U. S. Supreme Court decision in the 
Knetsch case, which involved a fi- 
nanced annuity. 

When the case was referred to the 
IRS national office for technical ad- 
vice at the insistence of the insured’s 
tax counsel, IRS dropped the sham 
theory argument. However, it took the 
position that since the cash value in- 
crease beginning in the fifth or sixth 
policy year is greater than the pre- 
mium in any such following year, there 
is no premium cost after the fifth year 
and all premiums are paid in the first 
four years. Proceeding from that basis, 
the service took the position that the 
policy was a single premium contract 
in which total insurance coverage was 
obtained by payment of premiums 
within the first four years of the 
policy’s life, and hence any amount 
paid or accrued on indebtedness in- 
curred to purchase such a policy is, 
under section 264 of the code, not 
allowable as a deduction. 


NALU Booklet Warns 
Policyholders About 


Replacement Hazards 


WASHINGTON— Owners of life in- 
surance policies are warned to “de- 
mand to be shown” before replacing 
their policies, in a new booklet with 
that title. It was developed by NALU 
staff personnel in cooperation with the 
committee on field practices, headed 
by R. Edwin Wood, Phoenix Mutual 
Life, San Francisco. 

The booklet tells policyholders they 
should beware of the twister if they 
are approached by anyone who (1) 
urges replacement of a policy without 
allowing time for a careful investiga- 
tion of his representations, (2) dis- 
courages a check-back with a repre- 
sentative of the company that issued 
the old policy, (3) refuses to leave a 
complete written and signed proposal 
recommending that in-force insurance 
be cancelled and replaced with what 
he offers, or (4) downgrades life agents 
or life companies. 

The booklet makes these sugges- 
tions: 

1. Make sure the proposal is in writ- 
ten form and signed by the individual. 

2. State your intention of seeking 
advice from your own agent or the 
company that issued the in-force 
policy. 

3. Make it clear that you plan to 
send a copy of the replacement pro- 
posal to your insurance commissioner 
to seek his advice. 

4. Tell the individual making the 
replacement proposal that you also 
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Karrmann To Succeed 
Jackson As President 
Of American United 


(CONTINUED FROM PAGE 1) 
division in 1929. He was named con- 
troller in 1937 and is now senior vice- 
president, treasurer and controller. He 
was elected a director in 1948. He has 


es 





J. H. Alltop E. M. Karrmann 


served as president of Insurance Ac- 
counting & Statistical Assn., Indiana- 
polis control of Controllers Institute, 
and is currently president of Assn. of 
Indiana Legal Reserve Life Companies. 

Mr. Jackson was executive vice- 





C. A. Jackson 


J. H. Thompson 


president of Indiana Chamber of Com- 
merce from 1939 to 1952 and later 
served for two years as president. He 
has been a director of American United 
Life since 1947. He was a partner in 
the Smith-Jackson Co., a wholesale 
grocery firm, and was sales manager 
of Hoosier Manufacturing Co., before 
jointing American United. 

Mr. Alltop’s career with American 
United started 30 years ago. He was 
named manager of personnel and plan- 
ning in 1932 and was assistant to the 
president from 1941 to 1948. He was 
appointed assistant secretary in 1948 
and was elected secretary four years 
later. He was elected a director in 1953. 

Mr. Thompson has been assistant 
secretary and personnel director since 
1952. He joined American United Life 
in 1932 in the office service depart- 
ment. He worked in the secretary’s 
office four years and assumed super- 
vision of payroll activities in 1937. He 
became supervisor of the personnel 
department in 1945. 

Mr. Barlet joined American United 
in 1941 in investment accounting. In 
1952 he was appointed assistant con- 
troller. Last August he was named 
assistant treasurer. 


Extends Non-Medical Limits 


West Coast Life has extended non- 
medical underwriting limits to $12,500 
for ages 0-4; $25,000, 5-30; $12,500, 
31-35, and $7,500, 36-40. The new lim- 
its are applicable on all plans except 
yearly renewable term, single premium 
term and plans including monthly in- 
come total and permanent disability 
benefits. 





plan to send a copy of his proposal 
to the company which is to issue the 
replacement policy and ask its re- 
commendation. 
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HeNATIONAL UNDERWRITER 


‘New Money’ Plans Discussed By Actuaries 


(CONTINUED FROM PAGE 5) 
missioners 1960 Standard Group Mor- 
tality Table and is the first mortality 
table designed specifically for group 
life. Experience was based on more 
than 59 million life years and almost 
400,000 death claims, with information 
supplied by the major group-writing 
companies. The table covers the mor- 
tality experienced from 1950 through 
1958 under employer-employe plans 
with 25 or more employes. 

Mr. Miller said the application of 
the premium rates to a sample of new 
group life policies issued showed that 
on the average the first year gross 
premiums were reduced by about 9% 
in comparison with the previous (1958) 
scale of rates. He pointed out that 
the reductions from the 1958 scale are 
less for smaller groups than for the 
larger ones and greater for groups 
with lower age distributions than for 
higher age groups, reflecting the 
greater improvement in mortality at 


({ WANT ADS ) 


Rates—$25 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing “Situation Wanted” ads are re- 
quested to make payment in advance. 
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ACCOUNTANT 


A growing Western Company has need for a 
young man who is familiar with Life Insurance 
accounting and the annual statement—who is 
seeking an opportunity for advancement—to 
head up its Accounting Department. Should 
have some knowledge of IBM procedure. Need 
not know IBM machine operations. This Company 
just moved into a beautiful, new home office 
uilding. Retirement, sick leave, and insurance 
benefits. Write B-91, National Underwriter, 175 
W. Jackson Blyd., Chicago 4, Ill. 


ACTUARY 


for consulting firm in East. Give 
background, experience, salary 
desired. Membership, if any, in 
Actuarial Societies. All replies con- 
fidential. Write B-97, National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 














SUCCESSFUL GENERAL AGENT or ASSISTANT 
GENERAL AGENT, who can sell, hire and train 
agents. One who has a proven record of success, 
selling 20 pay with coupon or similar special 
policies, needed as agency director for sound, 
aggressive, Arizona, full legal reserve life insur- 
ance company. Comp ti < ‘ate 
with experience and results. Reply: President, 
P.O. Box 7143, Phoenix 12, Arizona. 


V-P & DIRECTOR OF AGENCIES (LIFE) 
Rapidly growing midwestern stock life insurance 
compeny has opportunity for aggressive man 
under 45 with history of success in individual 
life production and field management. Great 
potential for growth. Position available about 











January |. Send complete resume to C-Il, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








EXECUTIVE AVAILABLE 


Financial and General Management 
Accounting graduate, extensive consulting and 
home office experience, life, casualty, for coordi- 
nation of operations and planning, controls, 
methods, taxes, statistics. Write B-92, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








TOP TALENT AVAILABLE 


Now successful top executive, Life Company, na- 
tional experience. Can build company from zero 
or rebuild. Proven ability to build great sales 
organization plus Home Office administration. 
Must have tenure and equity. Write B-94, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 











the younger ages incorporated into the 
new table. 

Noting a trend from the committee’s 
group mortality studies, Mr. Miller 
said more continuation of group life 
insurance into retirement may be ex- 
pected to cause future experience lev- 
els to rise at post-retirement ages, 

Development of a suggested new 
industrial life insurance’ valuation 
table to replace the 1941 Standard In- 
dustrial Mortality Table was reported 
by William C. Brown, vice-president 
and actuary of Colonial Life of New 
Jersey and head of a six-man industry 
advisory committee on the project. A 
vote on adoption of the table will take 
place at the National Assn. of Insur- 
ance Commissioners meeting and if 
accepted the table will be referred to 
state legislatures for adoption. 

Mortality improvement over the 
present table averages well over 45% 
for ages below 40. At age 52 it is 37%, 
and in the 60-70 age bracket it is more 
than 30%. The percentages show a 
greater improvement than do those 
by which the 1958 CSO Table bettered 
the 1941 CSO Table that it replaced. 


Lower Reserves Produced 


Mr. Brown said that in the aggre- 
gate the new industrial table produces 
lower reserves than the 1941 table. It 
produces the greatest percentage re- 
ductions at the younger ages and on 
the limited payment plans, The re- 
serves are slightly higher at older ages 
and on endowment forms than on the 
current table. A special extended term 
table was recommended by the com- 
mittee, for use on a permissive basis. 
Such a table would be available for 
the first time. Without such a table 
a company could be in the position of 
having to use a lower mortality table 
to determine the value of extended 
term insurance on industrial policies 
than it would use to determine similar 
values on ordinary policies. 

The new table would relate only to 
jiindustrial business issued standard. 
The committee indicated that there 
would be no need for a substandard 
valuation table, since other tables cur- 
rently accepted may be used to eval- 
uate substandard industrial risks. 

The number of persons covered by 
comprehensive or _ supplementary 
group major medical insurance plans 
was 25,608,000 at the start of this 
year, as against only 1,889,000 six 
years earlier, according to a pilot study 
of group major medical expense in- 
surance experience made by the so- 
ciety’s group morbidity committee. 
Results were presented by Stanley W. 
Gingery and Richard J. Mellman, as- 
sociate actuary and assistant actuary, 
respectively, of Prudential. 


Hospital Expenses About Half 


The study shows that hospital 
charges represent about half of the 
total medical expenses of the claims 
studied. This proportion of total ex- 
penses was consistently higher than 
in the study made about eight years 
earlier—indicating the increasing im- 
portance of hospital charges in major 
medical expenses. The hospital ex- 
penses appear to increase by age at 
about the same rate as total expenses, 
maintaining the same relative impor- 
tance into the higher ages. The ex- 
penses of private-duty nursing become 
relatively more important at the 
higher ages. Surgical and other physi- 
cians’ charges, while increasing in 


amount, are a smaller proportion of 
the total. 

The study shows the variation in 
claim costs by age, indicating that costs 


of employe coverages above age 60 are 
‘as much as four times the cost below 
tage 40. Under dependents coverages 
the cost for the spouse is about twice 
the cost for the children. For higher 
deductible plans the variation by age 
‘and the variation between spouse and 
children is greater, 

' Messrs. Gingery and Mellman also 
‘presented a separate study of compre- 
thensive major medical expense claim 
‘costs covering 1959 in the 52 largest 
U.S. metropolitan areas. During the 
period Los Angeles had the highest 
‘level of claim costs, with Seattle, San 
‘Diego, San Francisco and Akron fol- 
dowing in that order. 

‘OASI Trust Fund Growing 

‘ The 1961 amendments to the social 
security act provided considerable lib- 
‘eralization of benefits but also main- 
ttained the self-supporting financial 
‘basis of the system, providing a grow- 
ing trust-fund balance to at least the 
‘year 2025, according to Robert J. My- 
ers, chief actuary of the Social Secur- 
ity Administration. 

« According to the cost estimate out- 
dined by Mr. Myers and based on 
high employment and _ intermediate 
cost factors, the trust fund will con- 
tinue to rise steadily, reaching a max- 
imum of about $275 billion in 2025 and 
then decreasing slowly. The low-cost 
estimate would see the trust fund 
growing rapidly and in the year 2,000 
reach $225 billion. On the other hand, 
under the high cost estimate, the fund 
builds up to a maximum of about 
$65 billion in 25 years and then de- 
creases until it is exhausted shortly 
after the year 2,000. 

Edwin L. Bartleson, 2nd vice-presi- 
dent and associate actuary of Pruden- 
tial, took exception to Mr. Myers’ .re- 
vised estimate of the level cost of 
health insurance benefits under the 
social security act. 

Referring to Mr. Myers’ estimate 
that the cost would amount to 66/100 
of 1% of taxable payroll, Mr. Bartle- 
son said that using the same proce- 
dures in coverting estimated annual 
outlay into level cost, the actuarial 
and statistical committee of Health In- 
surance Assn. of America estimated a 
cost 21% times as great, or 1.73% of pay 
roll. 

The largest part of the cost esti- 
mates relates to the cost of hospitali- 
zation benefits, and in this connection 
Mr. Bartleson said that “it seems more 
reasonable to assume that the relative 
cost will continue to rise for some 
time, due both to more expensive 
treatment and to continued ‘catching 
up’ of the low wages paid to hospital 
employes.” The HIA rate for skilled- 
nursing home care was more than five 
times the rate presented in Mr. Myers’ 
paper. The cost of home-care treat- 
ment was comparable. The HIA rate 
for out-patient treatment was slightly 
higher. 


Chicago CLU Chapter Sets 
Special Legislative Meeting 

Chicago CLU chapter will hold a 
special legislative meeting Nov. 28 at 
the Mutual Trust Life auditorium. 
Speakers will be Leonard Silverstein, 
Washington counsel of Assn. for Ad- 
vanced Life Underwriting, and Law- 
rence A. Berman of the Chicago law 
firm of Berman & Woodruff and for- 
merly chief attorney of the Illinois 
department. Subjects covered will in- 
clude alleged practice of law by life 
agents; income tax deduction for in- 
terest on policy loans used to pay 
premiums, and as related to Ilinois— 
variable annuities and their future, 
possible replacement legislation, li- 
censing of new life companies and of 
agents, and group limits. 
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Mutual Benefit Life 
Agents Set Record 


In ‘Duel’ Contest 


Mutual Benefit Life’s field forces in 
their annual October “Duel” sales con- 
test set a record of $161,795,105, more 


‘than $26 million ahead of last year’s 


contest and the greatest increase jn 
the campaign’s history. 

The “army” of Charles G. Heitzeberg, 
vice-president in charge of agencies, 
submitted $81,250,962 to defeat the 
forces led by William F. Ward, vice- 
president-underwriting, with $80,544. 
143. As a 30th anniversary tribute to 
President H. Bruce Palmer, the gen- 
eral agents pledged a $30 million ex. 
cess over their quotas and achieved it. 

The William T. Earls agency, Cin- 
cinnati, led in volume, with $7,656,629, 
Second was Theron M. Lemly, Mem- 
phis, with $7,600,700. Exceeding $5 
million were Murrell Bros., Los An- 
geles, Rosenbaum, New York City, 
Huber, New York City, McDougall, 
‘Cleveland, Guibord, Newark, and 
‘Schmerge, New York City, in that 
order. Topping $4 million but under 
$5 million were Thurman, Atlanta, 
Smith, Denver, and Catterton, Houston. 
Between $3 million and $4 million were 
Bishop, Honolulu, Otto-Houlihan, De- 
troit, Doane, Omaha, Crowley, 
Phoenix, Wilson, Chicago, Salinger- 
Wayne, New York City, and Young- 
man, New York City. 

The Haseltine agency at San Jose, 
Cal., tripled its quota and 11 others 
doubled theirs. 


NIA, Six Universities 


Launch Market Study 


On The Negro Consumer 


National Insurance Assn. and six 
universities have launched a market 
research survey project to determine 
insurance needs and insurance buying 
habits of the Negro consumer. 

Marking the first such extensive 
study, pilot cities included in the pro- 
ject, which is expected to take several 
years to complete, are Atlanta, Nash- 
ville, Durham, Baltimore, Houston, 
Chicago, Cleveland, Los Angeles and 
New Orleans. The launching of this 
study also marks the first national 
cooperative effort between major un- 
iversities and a Negro industry, ac- 
cording to Theodore A. Jones, NIA 
president. 

Heading the group of university pro- 
fessors participating in the research 
project is Vivian W. Henderson, Fisk 
University. Others include Harding B. 
Young, Atlanta University; Milton 
Wilson, Texas Southern University; 
Stewart B, Fulbright, North Carolina 
College; W. C. Bryson Jr., Morgan 
State College; and Louis Schuster, 
Tennessee State A. & I. University. 


Fort Wayne Agents Elect 


Fort Wayne Assn. of Life Under- 
writers has elected James M. Schaab, 
Equitable Society, president; Ralph 
Beard, Midland Mutual Life, mem- 
bership vice-president; Eugene D. Mc- 
Cue, Prudential, programs vice-presi- 
dent, and L. Thomas Byers, Guarantee 
Mutual Life, secretary-treasurer. 


Home Life Of New York October 
Ordinary Production $18,368,000 

Home Life of New York’s ordinary 
business production in October was 
$18,368,000, a 12.2% increase over the 
October, 1960, figure. Ordinary produc- 
tion for the first 10 months totaled 
$173,016,000, a gain of over $8 mil- 
lion, 
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LIFE INSURANCE EDITION 


An advertisement of the life companies 
of the American General Group, 


presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


WHY MEN BUY LIFE INSURANCE 


T SEEMS THESE DAYS that we hear more and more about ad- 
vanced underwriting, and gift taxes, and estate planning — 


—and split-dollar plans, and inheritance taxes, and pen- 
sions, 


— and deferred compensation, and key man coverage, and 
estate taxes, 


—and group insurance, and income taxes, and stock- 
purchase plans, 


—and marital deductions, and tax angles, and third-party 
ownership, 


— and partnership insurance, and programming, and min- 
imum deposits, etc., ad infinitum. 


And all these things are wonderful indeed, and_I yield to 
no One in my enthusiasm for them, and for what they can mean 
to the alert and resourceful underwriter. ; 


But, even so, the more I read and hear and think about 
these things, the more important it becomes, I find, to forget 
them occasionally, long enough to remind myself of the basic, 
underlying fundamental reasons why men buy life insurance. 


I find that split dollars and deferred compensation and 
programming are the frosting on the cake, and that they don’t 
seem to pack quite enough wallop to do the job waless the cake 
itself is there, underneath the frosting. And “the cake,” I think, 
is the constant awareness, on the part of underwriter and pros- 
pect alike, of the underlying needs for life insurance, of its 
basic essentiality in the world in which we live today, of its 
unique usefulness and its incomparable services. 


I find, in short, that big sales and little ones alike rest on 
the same fundamental reasons for the purchase of life insur- 
ance. I find that when I let myself forget these reasons or 
become casual and blasé in my attitude toward them, my 
enthusiasm is no longer sufficient to warm a cold situation, 
my conviction is somewhat less than enough to move moun- 
tains, and I become an inefficient and ineffective underwriter. 


* * * * 


An SO THIS IS MY MONTH to remind myself (and you!) of 
some of the good old-fashioned, homely, and potent 
reasons why men buy life insurance. 


Men buy life insurance not because someone might die, 
but because someone else must go on living. 


Men buy life insurance not to make themselves rich, but 
to assure themselves against want. 


Men buy life insurance not for big returns ON their money, 
but for the certain return OF their money. 


Men buy life insurance because it is the single instrument 
which provides a complete, balanced, and perfect hedge against 
the twin economic dangers which confront all men: the danger 
of living too long, and the danger of dying too soon. 


Men buy life insurance because life insurance provides the 
only guaranteed borrowing power known to the world of 


American General Life Insurance Co / Knights Life Insurance Company 


Houston, Texas Pittsburgh, Pa Houston, Texas 


finance, and because every man knows that the day may come 
when he desperately needs or devoutly desires to borrow money 
on a day when bankers are only calling loans, not making them. 


Men buy life insurance because it is “the plan most likely 
to succeed,” and because almost every man knows in his secret 
heart that he will save money consistently and successfully over 
a long period of time only when he is aided by a positive plan 
and an element of compulsion. 


Men buy life insurance because it insures the most funda- 
mental of all values known to mankind: the value of a man, 
the capitalized value of a man’s earning power. Men buy life 
insurance to underwrite this value, realizing that if a man is 
taken away in the middle of his earning lifetime, with a hun- 
dred thousand, or two hundred thousand, or a million dollars 
of future earnings uncollected and uninsured, the economic 
loss is as real and as genuine, the dollar loss as crushing and 
as disastrous, as though a million-dollar building had burned 
to the ground uninsured. 

* * * x 


EN BUY LIFE INSURANCE because it is time insurance, and 
not really life insurance. Every man will discharge his 
obligations and carry out his plans, feed and clothe his wife 
and children, see his youngsters through college and made self- 
supporting, pay off his note at the bank and the mortgage on 
the home .. . if only he is given time enough. But no human 
agency.can assure him of the needed time, and only you and I 
can assure him the dollar equivalent of that needed time, should 
it be his destiny not to live long enough to complete his plans 
and discharge his obligations. And so men buy life insurance 
because a man must have time enough, yet can never know that 
it will be granted him — so he must hedge against this uncer- 
tainty with time insurance. 


Men buy life insurance because it serves all mankind 
equally: the young man and the mature man, the poor man 
and the man of means. Men buy life insurance — and keep it — 
because, as the needs of early life become less pressing or even 
disappear, that same life insurance is called upon to serve other 
and even more urgent needs; and because life insurance is not 
merely useful but is indeed essential, in all walks of life, at all 
stages of life, and at every socio-economic level. 


* * * * 


ES, THESE ARE SOME of the reasons why men buy life insur- 
ance — basic, underlying, fundamental reasons. They 
have been persuasive for decades, and will be for decades more. 


I’m glad I called them back to mind. I feel better! Thus 
refreshed, I’m better equipped to sell average policies to average 
buyers, and also better equipped to talk again about advanced 


_underwriting and estate planning and split dollars. 


Best wishes, 


Home State Life Insurance Company 


Oklahoma City, Oklahoma Honolulu, Hawa 


Insurance in Force November 1, 19617... . $1,914,000,000 


Hawaiian Life Insurance Company, Ltd 
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Jack fell down and broke his crown 
And Jill came tumbling after 


Sounds somewhat improbable but then that’s 
the nature of accidents—improbable, unex- 
pected, difficult to reconstruct. And aren’t 
there a lot of them! More than 20 serious acci- 
dents a minute, on the record. 


Are the Jacks and Jills and Moms and Dads in 
your community protected against the shower 
of hospital and medical bills that follow acci- 
dents? They should be. A Travelers field man 
will be happy to help you set up an Accident 
solicitation program. 





The Travelers was the first company to write 
accident insurance in America. Today, the 
Company offers a wide array of up-to-date Ac- 
cident, Sickness and Hospitalization contracts. 


And they back up every policy with 4,310 ex- 
perienced claims people in more than 287 loca- 
tions throughout the U.S. and Canada. 


We’ll be happy to tell you more about The 
Travelers contracts and the opportunities 
open to you. Call the nearest office or general 
agency for details on all forms of Travelers 
Health insurance. 


THE TRAVELERS Insurance Companies (47Vfor°"* 
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